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Work and Dare to Sacrifice 


HE hour has come to show the strength of an industry to “Clean-up” all methods and prac- 
tises that mean waste of man power, of precious time and of useful money, for if this war 
is to be fought “with the energy and intelligence that will rise to the level of the enterprise 

itself” it must be fought with a unity of industry behind the soldier who does not grudge to give 
his all. 

The call sounds clearer than the bugle call to serve and save, and in just the degree of serv- 
' ing which we as an industry live up to lies the answer, “are we worthy of the victory?” The end 
is worth any sacrifice, and it ought not to be hard to sacrifice each and every item that we so 
clearly recite in this issue of the “Recorder.” 

We want this issue to be a personal message to every reader and to every man in the in- 
dustry. We want to drive straight at the ills that can so readily be cured if there is but the 
unanimous will to do it. We want to have every man get the story of that wonderful picture in 
this issue of the old peasant couple who have given their all—and who look to America to save 
the world from the hell of the Hun. We want the terse messages of the leaders of the industry 
to hit home—their sincerity is unquestioned. 

But above all we want a cheerful and voluntary ‘ ‘clean-up” by an industry that has since its 
inception been actuated by a patriotic desire to do the right thing and to do it long in advance 
of the pressing thumb of an Administration that knows the world-wide situation far better than 
we do. 

If man power must be put into the war, into the making of materials for war and into the 
betterment of all peoples our trade will not be found wanting. Already we Rave limited the 
heights of shoes and made a commendable conservation. Already we have outfitted millions of 
soldiers and workers without one breath of “fade-a-way” scandals. Already we have voluntarily 
stepped a pace ahead of all requests from Washington. Now for the win-the-war effort by a 
gigantic saving on all the items herein enumerated, and more besides. 

We have not said one word on what Washington is planning in the shape of drastic rulings for 
mandatory power is now in the hands of the War Industries Board, but we are putting it up 
to every man in the industry to conserve in man-power and in dollar-power. 

We have not said one word on the colors and restrictions promised for next Spring, but 
have put into type and illustrations “clean-up” principles that can be followed today, and we 
have balanced the factory with the store in the clean-up asked of each. 

We are but translating what Provost Marshal General Crowder said on Thursday, “Go to 
work or fight,” by putting into shoe language the message, “the idle dollar and the wasteful prac- 
tice must cease.” And that dollar is just as much the dollar tied up in the shelf-warming shoe 
as it is in the dollar spent upon a practice which was a peace-time panacea to trade and now a 
war-time extravagance. 

Will YOU make Clean-up a vital issue in your business? 
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CLOGS ON THE 
WESTERN FRONT 
NEW England soldier, who lived in the historic 
war-town of Concord when he was at home, writes 
as follows from France: 

“Another thing that interested me was the clogs the 
French people wear. I have not seen a pair of leather 
shoes since I left a certain French city, that is, on a 
Frenchman. They all wear clogs. Even the little kids 
wear big wooden shoes. A fellow stops when first he 
sees them to wonder how the little beggars could navi- 
gate in them. But they hop and skip around as though 
they had leather shoes on. Some of the clogs the little 
ones wear look big enough to be called suit cases. Then 
the older people, good night! They look like gunboats.” 

Such stories of economies on the other side ought to 
set us doubly busy at thinking over possibilities in 
checking American wastefulness. We do not need to 
wear clogs here; but we ought at least not to waste 
anything valuable, either food or raiment, space or time, 
work or money. Just now, we want to help these 
economical people; and some day we shall have to com- 
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N Up! 


The Lesson of 
Conserving Energies 
and Resources 


By JOHN W. CRADDOCK, Chief, Supply and Equip Divisi 
Quartermaster’s Corps, United States Army 





“Your proposed ‘Clean-Up’ number is a most practical in- 
spiration. There is no lesson that our country needs to learn 
at this time of more importance than the one of conserving all 
of its energies and resources as far as possible for the winning 
of the war. 

“In my judgment, the shoe trade should, and can, by the 
adoption of efficient methods and apparent economies make 
available for other needed purposes, much in the way of man- 
power, money and merchandise. You can render a valuable 
service by keeping this thought constantly before the trade in 
the shape of practical suggestions pointing the way.” 





pete with them in industry, a whole Europe-full of 
them. Better get a bit of preliminary practise. 


THE TRAVELING SALESMAN 
AS RAILWAY SCOUT 

ITH the whole country a bit anxious, not to say 

nervous, over the matter of railway efficiency, 

why could not the nation’s corps of traveling salesmen 
constitute’ themselves scouts,- to observe deficiencies 
and offer warnings and suggestions for improvements? 
They are experienced travelers, and practical travelers, 
not mere dawdling sight-seers; they could tell if passen- 
ger service was losing in practical efficiency; they could 
also give warning in case delivery of the goods they 
sold were in danger of being held up or delayed, and 
could tell how to better matters. : 

Mere “hollering” will not move freight it is true, 
but it sometimes moves bureaucratic officialdom, and 
scorches a way through entanglements of red tape; and 
anyway, intelligent and forceful complaint, with in- 
telligent suggestions, is not mere hollering. 

Inasmuch as the salesman’s work is not finished until 
the goods are delivered, some portion of this duty of 
reporting upon delays and blockades has always fallen 
to the traveling force; but it would seem that special 
and extra activity in that direction is indicated and 
made advisable by present conditions. 


TRANSPORTATION PUZZLES 
AND PROBLEMS 
T seems a curious contradiction that the United States 
Postal Department should at one and the same time 
be conducting a determined fight against pneumatic 
tubes in cities, and trying to establish an airplane postal 
service between Washington and New York. Not at 
all strange or curious is the attitude of the gaping mul- 
titude; we spend a lot of our time in this country star- 
ing with our mouths open at some “stunt” or other. 
Aerial mail service is not new; the Italians have a num- 
ber of routes, and the “Recorder” received (and re- 
produced) a postal card from Germany the year be- 
fore the war which was carried by airship from Frank- 
fort-on-the-Main to Hamburg. As to the practical value 
of our efforts, that will consist principally in the op- 
portunity afforded for training fliers. It might be 
more to the purpose to be training men in combat- 
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planes for the possible defense of New York and Wash- 
ington against seaplane raids. There is no spot on the 
face of the earth where a hostile high explosive shell 
could destroy more property value than if landed in 
a New York skyscraper, or destroy more human life 
than if landed in a crowded East Side tenement. The 
Germans had all that down in their books long ago. 

While this restricted, limited and ticklish experi- 
ment proceeds the average plain person throughout 
the country will continue to receive his mail by train— 
too often a freight train, at that. And the general in- 
terests of the average person, be he merchant, manu- 
facturer or “consumer,” will continue to find the plain, 
noisy, dusty, prosaic freight train his greatest aid to 
comfortable existence—with incidental aid from the 
faster service which is called “express.” 

Transportation is civilization, somebody said; it is 
certainly the circulating medium of civilization, at 
least. “Can we get the goods?” is one of the biggest 
and most pressing questions which merchants and 
manufacturers will be asking for many months to 
come, judging from apparent conditions and tendencies. 

The international aspects of transportation present 
the most remarkable features. Coal at $50 a ton in 
one of the world’s great manufacturing nations is an 
index of the interference of this mad and needless war. 
Argentina was paying $30 and up, and corn, which 
she could not ship, was down to $15 a ton; so she burns 
corn for fuel, according to press reports, with 200,000,000 
people in Europe on rations. We have burned corn in 
the United States, but that was when it brought only 
about $3 a ton on the western farms. It brings $50 
and up today. 


WILD-EYED 
STATEMENTS 
MINNESOTA merchant sends in a circular from 
a “merchandise sale specialist” who admits doing 
wonders in merchandising in shoe stores. Not only 
does he claim to move the stocks that merchants have 
on hand, but he will go still further and make financial 
killings for them. For example: 

“TI can prove to you that I can buy as high as $20,000 
worth of up-to-the-minute shoes in good sizes that have 
been wholesaling for $4.15 for $2.85 the pair, gentle- 
men, right straight from the manufacturer, and not 
only that, I can buy all I want and so can you.” 
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Can you imagine any such statement being given a 
minute’s credit in the light of values and prices under 
war-time conditions? What folly for a merchant to 
make a dump of his store and to put on a special cam- 
paign on the strength of any such back-number state- 
ment as the above! 

In another paragraph, speaking of salesmen, the 
“sales specialist,” says: 

“T have seen them with my own eyes simply begging 
some of the big retail dealers for orders at real decent 
prices, these same men tell me that they are stumped. 
They have all kinds of shoes to sell but cannot get 
orders. Mr. Merchant you know what that means, 
they are already cutting their own prices.” 

We are from Missouri. What of the hundreds of 
factories that cannot take an additional order and guar- 
antee delivery in six months? What of the majority 
of factories staggering under the load of orders, being 
limited in their production because of the labor 
situation? 

The short route to the waste-basket is the best one 
for statements such as the above; or if you are still 
inquisitive, send such communications to the Secretary 
of your State Association who is a member of the 
Vigilance Committee of the National Shoe Retailers’ 
Association. 
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Evtragances Must Be 
Eliminated — Manufac- 
turers Already Co- 
operating 
By JOHN S. KENT, Pres. National Boot and Shoe Manufacturers’ Ass’n. 

“The extravagances of pre-war production must be eliminated 
during the war time and for a period after the war. Style must 
give way to service, and the practical supersede the esthetic. 

“You are advocating exactly the same ideas that have been 
brought out in recent conferences of shoe manufacturers, and I 
believe the general disposition of manufacturers is along the 


lines that you have suggested and that every possible economy 
will be practised in the production of footwear.” 
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O “Clean Up” the shoe trade, to cut off its wastes, 

and to develop its economies are matters to be at- 
tacked by shoe men with the same intelligence, dili- 
gence and determination that is characteristic of their 
successful methods of handling other trade problems, 
for these are days of war, when circumstances demand 
that the nation conserve every resource, especially 
leather, it being a necessity of soldiers and a munition 
of war. 

Beginning with the beginning of economy, time, 
labor and money can be saved to the shoe trade by re- 
duction of samples, and cutting out the samples that 
are made just for show alone. Such samples use up 
leather, and take up the time of shoemakers, that might 
be more advantageously spent in making shoes that 


are really needed. 


Factories at 60% 
Production 

Shoe shops are now operating at 60 per cent. of their 
capacity, because of lack of labor to run their machines, 
and this rate of production is likely to decrease as the 
war goes on as more shoemakers are called to service. 

Order shoes these days, not with the intention of 
making extravagant display, but with a purpose of 
getting down to the brass tacks of providing shoes that 
are really saleable. 

“Shelf-warming” is a crime against economy, 
against the dollar needed to turn over and over and 
with each turning profitable to public, merchant 
and government. Clean up doesn’t mean “Tighten- 
up.” It means dollar activity and no waste. 


What Are 

Non-Essentials? 
N a recent meeting held in Washington, where there 
was under consideration the elimination of non- 
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Do it voluntarily. 


“Clean Up Cheerfully’—Cut Out the Wastes, 
Develop Economies, Conserve Leather and Labor 
and Help Win the War 


essential business enterprises in America, a committee 
resolved itself down into the unanimous elimination of 
but two lines of workmanship, that of making poker 
chips and the making of artificial flowers. What rot! 


Language of 
Diplomatic Evasion 


As a sidelight, take this little scene from a recent 
meeting in a distant city where consideration was made 
of conservation within the shoe trade. Discussion was 
run into a blind corner at each step of the game by the 
oft repeated remarks of one kind citizen who asked: 
“Will our doing this put anybody out of work?” That 
seemed to-be his entire viewpoint of the problem of 
National Conservation. 

Is it any wonder that the final resolutions were filled 
with diplomatic language, such as this: 


“It is recommended that the practice be discouraged.” 

“It is suggested that the Board ask.” 

“It is desirable that efforts be made to,” and the like. 
Actually diplomatic language of evasion has come into 
its own. Is it any wonder that the Commercial Econ- 
omy Board with its “will you please,” is to give place 
to the Conservation Branch of the War Industries 
Board with its “you must?” 

In looking at the subject of non-essentials, we take 
paragraphs from an article by Albert W. Atwood in the 
Saturday Evening Post which said: 

“People never have agreed and probably never can 
agree on what constitutes luxury because each indi- 
vidual regards it generally as what he, himself, is not 
accustomed to use or cannot afford to buy. Luxuries 
usually consist of the indulgences of others, not our 
own. We always spend money for necessities,‘but the 
other fellow—oh, he is terribly extravagant with his 
luxuries. An existence without any luxuries would be 
monotonous, depressing, cow-like. A French writer 
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said that nearly all wants are unnecessary and grieved 
that he did not have hoofs instead of feet so that he 
could get along without shoes and stockings. After 
nearly four years of war, it is still maintained that Eng- 
lish women could save $20,000,000 a year on clothes 
and yet be as well dressed as war conditions justify.” 


Who will say that pretty footwear in itself is non- 
essential in war time when it may serve as a stimulant 
to effort to the girl who desires with her whole heart to 
be “dressed like a lady”? 

Who will say that leather stitched together makes 
an equally attractive shoe for civilized man and woman 
if designed on the barnyard pattern? There is some- 
thing more than leather in the pretty footwear of today. 
It is in the experiences of our neighbor, Canada, our 
ally, England, and our sister, France, that pretty foot- 
wear has not passed out of public usage because of the 
war. In fact, the standard and regulated boot is a shelf 
warmer and the high style boot of modern beauty is a 
popular seller. Shall America make the mistake of 
building shoes at a fixed price, no modern man or wom- 


an would wear? But, remember, the store and factory 





Millions of feet of small area leather available for small 
patterned footwear providing 

The merchant will order small surface patterns in footwear. 
The manufacturer will submit samples of pretty shoes so 
built. The shoe cutter will willingly work on small skins 
without unduly raising the cost of cutting. 
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CVF.AN UP! 
“// The Desire to Clean Up 
Must Come First 


By HOLLIS M. SCATES, Pres. Massachusetts 
Retail Shoe Merchants’ Association 


“There isn’t any question but what much can be done toward 
cleaning up on details which make for waste, and it is equally 
true that this should be done with a high degree of intelligence 
and thought. It is a good time to watch the compass, keep your 
eye to windward, and look out for a squall. It is also necessary 
to keep a level head and not get panicky. 

“I believe that waste. should be eliminated from shoe manufac- 
turing and shoe retailing—but I also believe that you have got 
to make the manufacturers and retailers WANT to eliminate 
waste before you can accomplish much, meaning by that that 
there are too many manufacturers and retailers today who do 
not recognize that the times are not normal, and they want to go 
ahead along the old lines, with the throttle wide open at 
ninety miles an hour.” 
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that sells shoes on the glisten of the bottoms, the 
symmetry of the edges, the high polish of the heels—all 
wasted labor if the strict interpretation of Washirgton 
is to be lived up to—well that store or factory had bet- 
ter revise its ideas of essentials. There can be excellence 
in shoe making without dependency on peace-time 
beautifiers that only tickle the eye. 





"Getting the Most Shoes from the 
Least Leather 


HERE are millions of feet of reject leather in the 
bins of leather houses in America due to the fact 
that the popular patterns used in style footwear today 
demand so big a cutting area that only the larger skins 
can be utilized. If by a change in patterns following 
the recommendation of the Philadelphia conference, 
May 7, small area leather can be utilized, there will be 
made a considerably increased supply of leather avail- 
able for civilian footwear. It is as if the meeting at 
Philadelphia had taken literally the thought expressed 
in the “Recorder” of March 9: 

“Of the popular high style leathers with 
their good cutting areas, we can see nothing 
ahead but higher prices if the demand con- 
tinues on for these simple, whole-foxed, high- 
top patterns.” They are expensive in cutting 
and the skins oftentimes only produce a single 
set of vamp and upper patterns. 

The meeting at Philadelphia went on record: 

“Tt is recommended that the variety of pat- 

terns be such as to utilize all materials avail- 
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A Mid-Summer Clean- 
Up Week Suggested 


By A. C. McGOWIN, President Council of National Service, Shoe and 
Leather Industries 


“I heartily approve of having a Clean-Up Week which should 
mean to the retailer a very considerable increase in sales, as 
well as an aid to better profits, for clean-up means selling mer- 
chandise that is not being sought for by the consumer.” 
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able, using economic cutting patterns on small 
skins and expensive cutting leathers, the pat- 
terns to include cut off vamps, 3-4 seam vamps 
in place of full seam vamps favored for wom- 
en’s shoes, circular and straight line foxings, 
in place of full quarter patterns; two piece 
quarter patterns on low cuts in place of one 
piece quarter patterns, eliminating crimp 
tongue effects and recommending the use of 
two piece tongue and vamp patterns. By a 
strict adherence to those recommendations 
arid a patriotic impulse on the part of the mer- 
chant to favorably consider new pattern foot- 
wear based on cutting surfaces that will help 
utilize on the small area skins available, shoes 
can be held to their present prices for a longer 
space of time.” 

Make millions of pairs of oxfords in place of boots 
in 1919 and save millions of feet of leather. It must be 
saved. The government needs the leather. Besides, 
supplies of leather are getting scarce. Also, the mak- 
ing of oxfords, in place of boots, saves linings, threads, 
eyelets, top facing, and, chief of all, labor, which is the 
most important saving of all, for shoe manufacturers 
are hard pressed to get enough men to keep their 
machines going. 

Small area patterns, simple in style, can be cut faster, 
stitched faster and lasted faster than can complicated 
patterns, and the shoemakers can make more shoes in 
a day. Production is below normal, of course. Every 
saving on shoes helps to increase production of shoes. 





Save on Production Expense 


ie stock fitting, too, or the fitting of leather to the 
bottom of the shoes, there are great chances for 
economy through the selection of shoes of small area, 
simple patterns. The insole of a long slim toe shoe 
takes up an inch of leather, or maybe as much as an 
inch and a half of leather, more than does the insole of 
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a common sense toe shoe. That little inch isn’t much 
in itself. But figure it for the millions of pairs of shoes 
that are made in the country each year, and it is a big 
amount, a fortune waiting for thrifty shoe men to earn 
it. 

Furthermore, special pattern shoes are more dif- 
ficult to last and to sew than are sensible style shoes. 
For lasting special style shoes, whose uppers are pulled 
over the toe with difficulty, lasters get one-half cent 
more a pair than they do for lasting shoes of simple 
style. ‘The same is true of the Goodyear and the 
McKay stitchers. They earn it. Time is money with 
a shoemaker, as well as with every other live man, and 
they demand, and get, special pay for making special 
pattern shoes. Very likely, a good many buyers of 
shoes do not realize this; or, if they did, they just 
charged up the increase to the customers. But these 
are days of war, when economy is the watchword, and 
the saving of labor and leather is the necessity of the 
hour. So order shoes of simple patterns, and help to 
win the war. 





Misuse of Leather 


N_ observer of military affairs in Washington 

learned that some 60,000 officers are engaged in 
clerical work wearing the regulation uniform, including 
leather leggings of either cordovan or calf. The thought 
was expressed that if there was a real seriousness back 
of this thought of conservation of leather, that here 
alone was the equivalent of 60,000 pairs of leggings— 





SELL OXFORDS MORE MONTHS IN THE YEAR 


A No. 4 B boot and a No. 4 B oxford of white kid leather. 
ee and three-quarters feet of leather are used in making this 

t. ‘ 

One and one-half feet of leather are used in making this oxford. 

Two and one-quarter feet of leather are saved by making the 
oxford in place of the boot. 

Is it worth saving? Well, leather is mighty scarce these days 
of war, and from the two and one-quarter feet of leather saved 
by making the oxfords in place of the boots another pair of ox- 
fords can be made, and some leather will be left over for another 
pair. 
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180,000 pairs of shoe uppers that could be saved,.plus 
the labor of the men needed in the manufacture of leg- 
gings, which goes back into the ramifications of special 
lasts and shoemaking methods plus factory space, that 
might be put into more necessary army work. This is 
just a detail but it is by attention to small things that 
great economies can be effected. 

In observing the fashions of today, leather motor 
coats for summer wear come in for a source of criti- 
cism. ‘True conservation might well start here. An 
actual incident is cited of a fashionably dressed young 
lady getting into her motor car wearing a fine kid skin 
motor coat and the only article of true economy in her 
apparel was the pair of white canvas pumps on her 
feet. And strange to relate there seemed to be no in- 
congruity in the costume. 


A Way to Make 103 Pairs in Place 
of 100 
O save 74 cents a pair on shoes through the use of 
one Economy pattern in place of an Extravagant 
pattern in a boot top is just one of the thousand of in- 
stances in which both money and leather can be saved 
by proper selection of patterns to meet the emergen- 
cies of economies necessary to winning the war. 
Between the Economy pattern and the Extravagant 
pattern there is only a slight difference in lines. Any 
shoe clerk can readily explain the difference to the cus- 
tomer, if she notices it, and can interest her in the 
Economy pattern as a help towards winning the war. — 
The difference in the leather amounts to 15 feet for 
every 100 pairs of shoes made by the Economy pattern 
in place of the Extravagant pattern. With leather at 
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CLEAN-UP SELECTION OF SOLE SHAPES. 


Both these insoles are for shoes that will fit the same 
size foot. One is for a long slim toe shoe, an extreme style. 
The other is for a round toe shoe, a common-sense style. 
ae insole for the extreme style shoe measures 117% inches 

ng. . 
The insole for the common-sense style shoe measures 
103% inches long. 

The saving by the use of the common-sense style in place 
of the extreme style is 114 inches. 
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) Stop “Profit Before 
Patriotism.” Let’s “Play 
Fair” 


By D. F. SULLIVAN, Pres. Associated Shoe 
Companies of New England 


“This is an opportune time to start a campaign of education 
along the lines mapped out, and this campaign will be shorter 
and more effective if you go to the root of the evils, for they 
are evils, that have handicapped the trade for many years, and 
call a spade a spade; because in the end it is going to be a 
benefit to all to have their vision extended into the near future, 
and put them wise to some of the things that may happen 
unless the fullest measure of co-operation is forthcoming 
voluntarily. 

“I think the sooner the Government board, whichever board 
it may be, having charge of regulating the shoe and leather 
allied trades, impresses upon all those coming under its — 
diction that it means to enforce their reco ti 
regulations in somewhat the same fashion that the reed Board 
and Fuel Board have enforced their regulations, the sooner it 
will get the fullest measure of co-operation. 

“Some men connected with the shoe and leather trades, as 
you know, are ready to put profit before patriotism and they 
will not hesitate to take advantage of those who are trying to 
play the game fair, and it is to those slackers that the attention 
of the regulating board should be directed, and if the trade 
papers. would insist upon this being done it would very soon 
bring about a condition we all want to see prevail in our 
industry.” 
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50 cents a foot, that means a saving of 7% cents a pair. 
For 100 pairs, it means a saving of $7.50, and for 1000 
pairs, a saving of $75. 

But that is only a part of the saving. The leather 
that is saved can be used for additional shoes. From 
15 feet of leather, at least three pairs of shoes can be 
made. So, by buying shoes of the Economy pattern in 
place of the Extravagant pattern, the merchant can 
get 103 pairs of shoes, where he got 100 pairs before. 

To save leather is a duty shoe men owe to the na- 
tion, as well as it is a necessary economy of their trade. 


Clean-U p—Prevent This Waste 


In the take-off of leather much improvement can be 
made. It is notoriously true that in the take-off of 
country hides that the slaughter cuts and slips of the 
knife are numerous.. Much good leather is destroyed 
in the raw state by the carelessness of the worker in 
taking off the hide. 

The able shoeman who looks further than the face 
of the carton on his shelves advocates that the Govern- 
ment do something to stop the wasteful flaying of hides. 
He suggests that some chart of instructions be fur- 
nished and that we go even to the extent of the old 
time law, “a fine of a shilling per cut in taking off hides 
for the tanner.” It is reputed that France has a regu- 
lation imposing a fine for cuts over three in number in 
any take-off. 
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D) We Will Fight Against 
Waste and 
Extravagance 


By BYRON S. WATSON, Pres. National Shoe 
Wh Z Z id 4 toei, 





“It is generally acknowledged that the ‘Boot and Shoe 
Recorder’ performs admirably its function as the trade organ 
of a great and important industry. 

“Your conception of ‘Clean-Up’ is in keeping with your repu- 
tation of anticipating the needs of our trade. 

“It is not only desirable but of the greatest importance that 
your idea should be executed. 

“Our association is laboring earnestly and loyally to mitigate 
the pernicious practice of returning goods. 

“First—On account of the economic waste of such action. 

“Second—On account of the unnecessary burden placed on 
transportation facilities, now greatly congested on account of 


the World War. 
“Doubtless, there are other evils and extravagances in the 


trade that should be corrected. 
“If you can learn of them, point them out to us frankly and 


” fearlessly. 
“We-will join with you in the patriotic fight against waste 
and extravagance.” 
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“CLEAN UP! 


On Returned Goods by 


Drastic Regulations 





ITH all proper protection to the merchant against 

the misfortune, misjudgment or sometimes mis- 
management which makes the merchandise that he 
ordered from one to three months late on deliveries, 
let us consider the subject of return goods on a wartime 
basis. Also with due consideration to the shipment of 
merchandise not up to the approximate sample which 
is a point that can well be settled by the Arbitration 
Board of the National Shoe Retailers’ Association and 
the National Boot and Shoe Manufacturers’ Associa- 
tion. 

This rule should be an absolute requirement. 

“To co-operate in a patriotic spirit with, 
and acting upon the urgent request of our Gov- 
ernment to eliminate unnecessary waste, and 
to permit lowest possible prices, we request 
you to immediately report any mistake or rea- 
sonable cause for complaint before returning 
goods. Goods returned without an order are 
sent at the risk and expense of the shipper ac- 
cording to law. Upon notification from the 
merchant, the wholesaler or manufacturer will, 
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if the complaint is justifiable, send order and 
shipping instructions to be placed upon goods 
to be returned. The merchant’s request for 
allowance on returns must be made within 
ten days of the receipt of the goods. 
There is every possibility of the Government making 
some ruling to relieve over-taxed railroads of a needless 
burden of unlimited two-way shipment of goods. 


Adjustment on 
Worn Shoes 


On adjusting complaints on worn shoes granted that 
the customer invariably thinks he is right, he or she 
must be brought to an understanding that on worn 
shoes a reasonable price for the service actually ren- 
dered by the pair of shoes complained of must be paid. 
A definite standard of service based on the length of 
time a shoe of a given type may reasonably be expected 
to be worn with satisfaction should be established and 
so communicated to the customer. The dollar a month 
basis is not a fair price to set in view of the value in 
style and selling price prevailing today. A definite idea 
of business-like relationship should be had between the 
shoe merchant and the shoe manufacturer in the ques- 
tion of adjustment of complaints of consumer-customers. 


A Definite Base 
to Work Upon 


If the shoe is wrong in either material or construction 
—if a piece of the material shows a real defect when 
subjected to reasonable service, or if some real defect 
in construction appears after the customer begins to 





RETURNED TO FACTORY FOR REFUND. 


These are white buck shoes, returned to the factory, with claims 
for allowances. The manufacturer refuses to allow the claims and 
returned the shoes. 

One pair has been worn probably two months. New heel lifts 
were put on them and they were worn by the customer before they 
were returned to the store by the customer. 

The top of the boot in the middle of the picture shows a pe- 
culiar example of remodelling shoes in a store. The back seam 
was ripped open, a piece of leather was cut from either side of the 
top and the seam was closed again. This was done to make the 
top of the boot fit around a slim leg. 

The third pair, on the left of the picture, were returned with no 
explanation whatever. The only reason the manufacturer can guess 
at is that the shoes needed cleaning, which, most certainly, is a mat- 
ter up to the wearer of the shoes. 
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wear the shoe—and if these defects really lessen the 
period of the shoe’s serviceability, or actually make 
the wear of the shoe unsatisfactory—then the customer 
is entitled to a reasonable concession that will bring 
about a satisfactory adjustment; and, if such adjust- 
ment means that the shoe merchant receives from the 
consumer less than the cost price of the pair of shoes, 
then he ought to receive from the manufacturer of the 
shoes remuneration sufficient to cover the actual cash 
loss the merchant sustains by the transaction. 

If an adjustment is made as a concession to hold a 
customer’s trade, the cost of making it should be borne 
entirely by the merchant and not passed on to the 
manufacturer. 


Clean-Up — Not Regulation Shoes, 
but Practical and Economical Shoes 


It was on March 9 that the “Recorder” on its leading 
editorial page said: “Is there a Call for an Economic 
Shoe?” The development since that day through the 
Boards at Washington intimate that a Liberty Shoe is 
contemplated. Last Tuesday in New York a leading 
shoe merchant from Washington pointed out that he 
had economical footwear at $5.00, but no buyers. 
“Give the public what it wants” but temper that with 
“what it should have” and conserve on the incidentals 
which make shoes more expensive than they would be 
if due economy was properly considered. 





WHY THIS WASTE ? 





ORDER ONLY WHAT YOU CAN SELL AND PAY FOR. 


Here is where the returned shoes land, the shoes ordered and 
sent back because they are not wanted, because the buyer hasn’t 
the money with which to pay for them, or hasn’t the ability to 
sell them. 

The man who makes “Jobs a Specialty” buys them at the fac- 
tory to which they were returned and sells them to the dealers 
who make a specialty of bargain sales. He gets them at half 
their real value and the bargain store which buys them is able 
to offer them to its customers at a “big reduction” from the reg- 
ular prices, which “big reduction” cuts into the trade of the mer- 
chant of standard goods. 

Also, the man who makes “jobs a specialty” gathers up the 
sample pairs of shoes, which run into the thousands these days of 
multiplication of styles. 
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et Together and Save 
$50,000,000 


By JOHN SLATER, Fifth Avenue, N. Y. 


“Regarding wasteful return of shoes, I think the manufacturers 
are as much to blame as the retailer, because one man has no 
conscience and returns goods, I think it is just as bad for the 
manufacturer to receive them and credit that particular retailer 
with the price of the goods, which he has bought and should 
have paid for, just because he is a good customer and for no 
other reason at all but to stand well in his eyes. 

“Every foot of leather should be utilized. There is no 
reason why wasteful patterns should be used at this time. 

“The carton waste is serious, and I think that less colors 
should be adopted. Unfortunately, stores have to use their 
space as intelligently, as closely, and as savingly, as possible. 
With piers*extending from the walls, retailers, in fitting their 
store, demand a certain size box, which has not been very 
intelligently handled at all times. I think, in the future, recom- 
mendations should be made to adopt a size box which will be 
2conomical from the manufacturing as well as a retail standpoint. 

“I think ways and means may be followed to save, as you say, 
fifty million dollars’ worth of goods by being less extravagant, 
and I think that the time has come for the retailers, manufactur- 
ers and wholesalers to get together and adopt such resolutions 
as can be lived up to by each and every branch of the trade.” 


KK Kea Kha KKK 





Standardize the 
Cartons 


LOT of time, money and labor is wasted on car- 
tons, just cartons, the boxes in which shoes are 
packed. When American shoe merchants wake up and 
realize this waste, they will get into War-Time econo- 
mies, in respect to cartons, with keenest intelligence 
and energy, for any man, with even half an eye for 
business, will realize that he is a seller of shoes and not 
a seller of cartons, and that if he must make War-Time 
sacrifices he had better sacrifice cartons than shoes. 
Figures of cost and waste in cartons, gathered by 
the “Recorder,” are of astonishing size. Fifteen million 
dollars a year is paid for cartons and packing cases. 
That’s a minimum estimate. It doesn’t include the 
paper and twine with which the clerk wraps the shoes 
in the store. That’s another charge. 
Some manufacturers are paying as high as five cents 
a pair for cartons and packing cases for their shoes. 
That isn’t an extravagance, either. Indeed, it is pretty 
near the war time economy price. The fellow that 
paid sixteen cents each for his cartons holds the high 
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DOD 
“€LEAN UP! 


The Government Does 

Not Intend to Substitute 

“Loss” for Profitin Any 
Line of Industry 


y J. STEVENS ULMAN, F. Blumenthal Co., N. Y. 


“We must all realize that these are not the days for profiteer- 
ing—but there is a vast difference between the word ‘profiteer- 
ing’ and the word ‘profit, and the Government or those con- 
nected with the Government have no desire or intention of 
placing any line of industry on a phase where the word ‘profit’ 
will disappear and the word ‘loss’ will appear instead. 






zkwe ahr Khe Khae Kk KKK 


point in the carton extravagance column. Remember 
—the merchant ultimately pays. 

“One reason for high prices of cartons is the multi- 
plicity of types of cartons. More than 10,000 different 
types of cartons are made. Not 10,000 different sizes, 
but 10,000 different styles, or varieties, or shapes. A 
few standard types of cartons would serve just as well 
as the 10,000 different types, especially in war time, 
when the government, and all patriots, are striving 
with every energy and every nerve, to save and to help 
win the war. 

Maybe many shoe merchants do not realize how ex- 
pensive are special cartons, for costs of cartons are a 
part of the shoe business which they neither see nor 
figure. But they pay it, for every shoe manufacturer 
adds the cost of his cartons to the prices of his shoes. 

The high cost of cartons, like the high cost of most 
everything else these days, is due largely to high costs 
of labor. In the process of manufacture, an ordinary 
carton passes through 12 different operations, nine 
machine, and three hand operations. Every time the 
shape of a carton is changed, it is necessary to re-adjust 
the machinery to fit the news patterns. It takes 30 min- 
utes to re-adjust a machine and for nine machines that 
takes 4% hours. So much time and labor goes to 
waste. It may not seem much for one factory, but 
count it up for all the changes that are necessary in 
making the 300,000,000 pairs of shoes produced in this 
country annually, and it is a great waste of golden hours 
and labor. 

But the waste of time and labor is only a part of the 
waste. Stock may be left on hand, when the patterns 
change, and stock for cartons that is left over is a waste, 
just the same as are shoes left over when styles change. 
Only the other day, a shoe wholesaler changed his style 
of cartons, and the maker of the cartons had left over 
140,000 printed labels, none of which he can use on the 
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new style cartons. This represents a loss of $140. Just 
one of the small items of waste in the carton trade. 

Why not a standard cheap carton for shipment and 
new labels for your stock boxes—labels are cheaper and 
if your stock shelving is in an odd size try utilizing the 
cartons you now have pending a time when standard- 
ization can become universal. 





Clean-Up—Keeping Capital Liquid 
ERE are six reasons why trade acceptances are an 
economic, an efficient war time solution to the 

problem of keeping capital in a liquid and constantly 

active state: 
When you receive a statement or invoice with a 
Trade Acceptance attached, look at it from this 
standpoint: 
[t is not a note. It draws no interest. It is simply 
a formal agreement to do just what you intend 
doing; pay that bill when due. It entails no extra 
cost to you nor does it shorten in any way your 
regular credit period. 
[f you wish to take your discount by paying cash, 
that’s the best thing you can do—for yourself. 
You gain because you sign for what you owe. 
Your bookkeeper knows you have signed and in- 
voices and statements are watched more carefully, 
bills are paid in their order. You are always con- 
scious of just where you stand. 
Instead of an open account, the seller has bank 
paper which he can hold or negotiate; paying his 
bank for such accommodation if he wants it. 
Liquid credit from this source will enormously in- 
crease our country’s trading capacity. It’s a sen- 
sible and patriotic business aid. Help it along. 

















Three types of cartons. 

All for one style of shoes. 

One standard carton would serve as well. The two extra types 
are unnecessary. Yet 10,000 different types of cartons are 
made. Standard types would serve. The special types are a 
waste of time, money and labor, all of which is needed for the win- 


ning of the war. 
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“FTSHERE are three essentials required of either man 
or woman in the merchandising of shoes in a re- 
tail shoe store—good fitting, good selling and attentive 
service,” said C. H. Peterson, president of the firm of 
Jones, Peterson & Newhall, to the woman representa- 
tive of the “Boot and Shoe Recorder,” “and please em- 
phasize the importance of fitting.” 
Mr. Peterson speaks from thirty years’ experience 
in the scientific selling of shoes, fourteen years serving 
in the capacity of retail salesman and for over fifteen 
years as head of his own establishment, and still selling 
shoes. 
“Kindly be sure to state,” he said very modestly, 
“that I have not learned all the shoe business yet—I 


am daily learning through the great National Shoe Re- 
tailers’ Association. I am constantly meeting the other 





A LIBRARY OF LABELS 


A good-sized carton factory carries as many 
labels as there are books in a metropolitan 
library. The waste in labels, which should 
be cleaned up, is that which comes from 
changes in types of cartons. Each season 
a carton maker throws away thousands of 
labels, because they will not fit special cartons 
of new measurements, which the buyer of 
shoes demands. 
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’ ] Can Woman Do Man’s 
alias Work in Shoe Selling? 


Read This in the Sight of Orders of Provost Marshal-General 


Crowder 


retailers, many of them from the country, and learning 
much from them.” 


Women for Service 
in Stores 


There is no question but what women will be em- 
ployed very extensively in the exclusive shoe store in 
the very near future, as more and more our man power 
is being directed to war service. The present great con- 
flict is daily opening new fields of endeavor to women 
and with their entrance into a particular line of work 
apparent obstacles or objections that were heretofore 
seemingly insurmountable are overcome. 


Only When 
Actually Necessary 


Considering the proposition from the retailing of 
shoes in the exclusive shoe store, it is entirely logical 
and the West has been quick to grasp this point. In 
the Hanan & Son store in Philadelphia, some twelve to 
fifteen women are employed as saleswomen very 
successfully, so Mr. Leith, manager of the Hanan & 
Son Tremont street, Boston, store, told the “Recorder” 
representative and Mr. Leith added: “We have been 
considering putting one saleslady on our Tremont store 
force for the last four or five years, but have never 
yet done so, although with the present kaleidoscopic 
conditions, we cannot tell just what would be necessary 
to do—as a patriotic measure, we would, of course. be 
willing to do whatever served the best interests of our 
country and our Government.” 


In New York City, many exclusive shoe stores em- 
ploy women very extensively as saleswomen—for in- 
stance, Frank Bros., Cammeyer’s, Alexander’s, and 
others among the leading specialty shops in New York 
City. 


Start in Women’s 
Shipping Department 


In the Slipper Department, which is on the second 
floor of the Tremont Street store of A. H. Howe & Son, 
Boston, women are employed exclusively in the fitting 
and selling of women’s slippers. This firm has re- 
cently added one extra woman to the force in the slip- 
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} €CVFAN UP! 
y~) Protection of Merchants 


| Carrying Stocks of 
Officers’ Boots 


By H. W. COOK, A. E. Nettleton Co., Syracuse, N. Y. 


“I subscribe to the Clean-Up Campaign. Congratulate you 
upon singling out conditions that are vitally important at this 
time. Can you not go one step further and agitate for protection 
of dealers carrying large stocks officers’ footwear. Post Ex- 
changes now attempting to buy direct to merchandise at little 
above factory cost, which is eminently unfair. War Department 
should not attempt to solve problem in such an impractical 
and unfair way. Many dealers will suffer should purchase and 
sale by Post Exchange become general practice.” 


zk we keke Khe Kaka aK 


per department and when short of sales people on the 
main floor, this young woman helps out there to 







\ 


“ 


advantage. 

“We made up our minds,” said Mr. John W. Goebel 
of this store, “that having lost six men, one by the 
draft and five by enlistment, although replacing them 
by older men, and being two short now, the logical 
thing to do was to add to the force of our saleswomen 
in the slipper department, keeping one extra there and 
working them in on the main floor as conditions re- 
quired. We prefer to train women in our way, or in 
the exclusive shoe store method of selling and the 
greater proportion of those employed are those who 
come to us without experience. No, I should say that 
age makes no difference—Efficiency and adaptability 
is what counts.” 


A Trim Sort 
of Garb 


“Have you thought of a regulation costume for sales- 
women should they be extensively employed in your 
store?” was asked by the “Recorder” representative. 
“No,” said Mr. Goebel, “although we probably would 
decide on something of the kind if we were to employ 
a great number of women—for instance, a black skirt 
and white waist. We should employ stock boys to 
climb the ladders when necessary to get shoes from 
the higher shelves.” 


The next call made was at a leading exclusive shoe 
store whose manager gave freely of his time to what 
he considered a very important subject. 


Naturally More Clever 
in Intuition 


“Women are naturally more clever on the sales end 
than men,” said he, “although from the lack of train- 
ing in shoe stores, they have not acquired the psychol- 
ogy of selling, especially in the exclusive shoe store. I 
have full confidence in women’s ability to successfully 
accomplish whatever she seriously makes up her mind 
to accomplish, through scientific training. My ex- 
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perience and the experience of other managers as re- 
lated to me have proved that the saleswoman has not 
yet grasped the by-play of sales, or the necessary work 
around the store that goes with the sale—namely the 
stock vision. The present war situation will probably 
not in all probability necessitate the taking of women 
into the exclusive shoe store to any great extent, but if 
it does then some agency must be established whereby 
a woman may receive the same practical training as a 
man. 


Training the 
Prime Necessity 


“Then you really think that a woman should make 
the scientific selling of shoes in a retail shoe store as 
much of a vocation as bookkeeping, stenography, school 
teaching, or any other mean of earning a livehood out- 
side of housekeeping?” was asked of Mr. Peterson. “I 
surely do. To the experienced shoe store manager, the 
principal feature of his business is the selling of his 
shoes, understandingly, with intelligence, and with a 
love of the work of selling on the part of his sales force. 
A woman is particularly adapted to the selling of chil- 
dren’s and misses’ shoes, owing to her natural fond- 
ness for the little tots, but this is something that re- 
quires great care as to the fitting, as the feet must be 
perfectly fitted in childhood in order that they may 
develop into the feet of the men and women, who are 
to be defenders and the mothers of the defenders of 
our nation. There is no reason why a woman cannot 
fit, sell, and serve the most particular man or woman 
customer if she has had a thorough training. But the 
fitting is so important—after fitting a woman customer 
one day to a pair of high boots and being particular to 
see that any wrinkles in the linings were removed in 
putting the boot on to the woman’s foot, to see that the 
tongue was well pulled out and that the boot was well 
adjusted to the woman’s foot before lacing, the woman 
said: ‘You fit shoes, don’t you?’ Therefore, as I said 
in the beginning and cannot emphasize too strongly— 
good fitting is the first essential of the saleswoman.” 





FOR EVERY SIZE A NEW ADUSTMENT. 


Every time a shoe buyer demands a special style carton this ma~ 
chine is stopped and readjusted to make its mechanism conform 
to the measurements of the special types of cartons. 

One-half hour of mechanics’ time and one-half hour of produc- 
tion is lost every time the machine is readjusted. 

Furthermore, the services of a first-class -machinist are neces- 
sary to readjust the machine, and machinists for civilian work 
are few and far between these days, for they are being called to 
the Government service. 
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Must Remain 
Feminine 


“I believe in women being feminine, but business- 
like. In the exclusive shoe store, they will meet people 
of education and refinement—therefore, a good educa- 
tion is necessary for the successful saleswoman, with 
tact, a courteous manner, and a firm belief that the 
work in which she is engaged is the very best work in 
which a woman could possibly be engaged. 

“We want high-grade women on our sales forces,” 
continued Mr. Peterson, “and I surely believe in equal 
pay for equal service. As the salary for the average 
man in the exclusive shoe store ranges from $18.00 to 
$30.00 weekly, and which is all we can afford to buy, 
at the present time, we would be willing to pay a force 
of saleswomen a like range of prices, if a scientific 
training is attained by them. The present pay of the 
salesman in the exclusive shoe stores, when compared 
with the increased cost of living, is not so great as that 
offered in other lines of work in which men are em- 
ployed, but is as much and greater in the majority of 
cases than that given to women, even in the profes- 
sional line. 

These interviews, with others, convinced the 
“Recorder” representative that there is a wide field for 
the intelligent, scientifically-trained saleswoman in the 
exclusive shoe store, and that the departure is of an 


entirely practical nature. 





Empty Space in Shipping Cases 

Because of the irregularity in shape and size of car- 
tons, 90% of the containers shipped are partly “stuffed” 
with waste paper—the cartons will not fit the container. 

The railroads carry these millions of waste spaces 
and are not paid for it, as it is the weight that deter- 
mines the charges, and a few cubic inches of stuffing 
paper in each container adds no appreciable weight. 

The waste space in the container is fully 10%—which 
means—90% of the cars used today would carry all of 
the shoes—if there was a standardized carton. 





Pattern No. 2.—The Econ- 
omy Pattern. Shoes made by 
this pattern use 15 feet more 
leather than shoes made by the 
Extravagant Pattern. 


Pattern No. 1—The Ex- 
travagant Pattern. Shoes made 
by this pattern cost 744 cents 
a pair more for upper leather 
than shoes made by the econ- 
omy pattern. 
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Central Place 


By FRANK R. BRIGGS, Thomas G. Plant Ceo., 
Boston 


“The ‘Recorder’ can do valuable work in encouraging retailers 
to meet salesmen at central points of meeting to inspect samples 
and order therefrom. In our case alone this season, this plan 
has enabled us to cover all our territories with a reduced selling 
force caused by the draft, and as each industry loses further 
men from its selling force, it can make up for lost man-power 
in this way if it can only have the co-operation of the retail 


trade. 
“Any retailer should know that in these times of fast changing 
conditions, constantly increasing cost of raw material, labor, etc., 
salesmen cannot with safety to both parties take blanket orders 
at today’s prices with the understanding that the information 
may be supplied from sixy to ninety days later.” 


Kae Khe Khe Kha Ka kK KK 


At Business Session of Executive 
Committee, N.S. R. A. 


Mr. Sullivan, reporting on the subject of rubbers 
and rubber contracts, stated that he had been in con- 
ference with officials of the United States Rubber Co., 
who stated a willingness to consider changes in present 
usages that would be of benefit to all branches of the 
trade, and suggested to this end that a meeting con- 
sisting of representatives of the rubber manufacturers, 
the several associations of shoe jobbers and the retail- 
ers be called to work out a satisfactory plan. It was 
suggested that the retailers take the initiative in this, 
and Mr. Sullivan was authorized to proceed along 
these lines. 

The treasurer’s report showed a balance that was 
satisfactory, although more money would be required 
to meet the expenses looked for during the remainder 
of the year, which it is thought would come in from 
membership and other sources. 

Mr. Sensenbrenner reported on the St. Louis con- 
vention that the Hotel Statler in that city had been 
selected, that the first mezzanine and second floors 
had been secured for the exhibition feature and the 
entire top floor for the convention. 

Mr. Scates moved that the Association recommend 
half soling instead of full soling in repair work as a 
measure of conservation during the period of the war. 

The report of the insurance committee showed 
$78,500 in actual insurance in force, $210,700 in busi- 
ness placed, but not yet paid for, and pledged busi- 
ness enough to bring the total up to $498,000. 
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~The Dominant 
Thought 






Executive Committee of the National Shoe Retailers’ Associa- 
tion Meets with Leading Manufacturers to Face Advance 
Regulation Having War Industries Board’s “Mandatory 
Action Back of Them.” | 





HEN the meeting of the executive committee of 

the National Shoe Retailers’ Association was 
called by President O’Connor for May 21st in New 
York over a month ago, the idea was primarily to dis- 
cuss the affairs of the National Association. Events in 
Washington, however, and the, occasion for express- 
ing the sentiment of the shoe trade upon matters of the 
regulation of the industry developing in the meanwhile, 
it was deemed best to enlarge this meeting somewhat, 
and to bring into it by invitation representative shoe 
manufacturers and those connected with other branches 
of the trade. As a result of this, at the meeting, which 
was called at the Hotel Astor at 11:15 May 21st and 
over which President O’Connor presided, there was an 
attendance of 44 representative members of the various 
branches of the trade. They included in the retail 
field such people as Messrs. Rosenbach, Porter and 
Scates of Boston, Orr of Cincinnati, Slater and Kahn 
of New York, McGowin and Geuting of Philadelphia, 
and in the manufacturing field Messrs. Briggs oi 
Thomas G. Plant, McKeon of Laird, Schober, Garside, 
Downs, George Baker, Weil, Wickert and others. 


A. C. McGowin Gives 
Washington Views 


With a mere statement of the object of the meeting, 
President O’Connor immediately introduced Mr. 
McGowin, chairman of the Shoe & Leather Allied In- 
dustries of the War Service Board, who gave a resume 
of conditions in Washington stating that his responsi- 
bilities were mutual, both to the trade with which he 
is identified and to the War Service Board. He stated 
that the War Industries Board, which succeeded the 
Commercial Economy Board, has the power to enforce 
its rulings, which was not existent under the previous 
organization. He said that many statements of excess 
profits by the shoe trade have been brought before 
them and it is necessary for the trade to bring proof to 
the committee that these claims are erroneous or that 
they apply to a very small percentage of the trade, a 
condition that is obviously true in view of the nature 
of them. A ruling is being discussed that will prohibit 
the manufacture of turn shoes during the period of the 
war, or all hand-made shoes during the same period in 
view of the fact that the soles required for turn shoes 





were needed for military use. They wanted an expres- 
sion of views from the committee whether this was so 
and whether the men released from turn manufacture 
could be taken care of. They wanted an outline of 
policy for the spring of 1919, and an expression of the 
wisdom of creating a Liberty shoe. Can it be done at 
the proposed prices of raw material and show a rea- 
sonable profit all along the line from the producers of 
raw material to the retailers of the finished product? 


Board Looking 
for $5.00 Shoe 


In addition to outlining what the Board is consider- 
ing he made quite a number of characteristic remarks, 
among others advancing the possibility of producing a 
shoe that can be sold at $5.00, and also advancing the 
thought that no one would buy it. The highly paid 
man, whose earnings previously were much smaller, 
would be the last one in the world to buy or permit his 
family to buy that class of a shoe. He also said that 
the proposed ruling on lasts would prevent the intro- 
duction of any new lasts for the balance of the war un- 
less such lasts are made for the purpose of conservation 
of materials. 


“Results Wanted,” 
Says Frank R. Briggs 


The resolutions presented at the Washington con- 
ference were then read and Mr. Briggs of Thomas G. 
Plant Co. followed with some remarks on Washington 
conditions as he had also found them while present with 
-Mr. McGowin. He said the trade must realize that 
there is actually a ruling board with the shoe trade at 
the present time, and while the members of the War 
Board appreciate the co-operation of the shoe trade 
upon essential matters, they must accomplish the re- 
sults they want and the details will take care of them- 
selves. He said that the shoe trade is permitted to iead 
in all industries in conservation, but it is also the one 
that seems to be complained of most generally. He 
advanced the thought that when the trade gets through 
with price fixing on tanning, it will take up the other 
branches of the shoe trade, going right through the man- 
ufacturing to the retail field. He felt that some limita- 
tions rather than the elimination of whole branches of 




















May 25, 1918 


BOOT AND SHOE RECORDER 47 


Will You Do Your Bit of “Clean-Up” for the Destitute People of Europe? 











Make your store a depot of salvage of the old and worn shoes of the public, to be sent abroad to shoe 
the needy. Tell your customers to leave their old shoes and walk home in their new shoes. Every pair 
sent abroad is of utility. Clean up America—waste not! 


the industry would be of greatest value to the country. 
He said that everyone of the shoe trade would agree 
to follow any regulations made of course if it was neces- 
sary to win the war, but the question is, are some of the 
regulations proposed necessary. 


A Test Motion Put 


the plants, and the concentration of all shoe 
manufacture into the Goodyear process would be a 
calamity. He felt also that the problem of what to do 
with the turn workmen would be a very great one. 
They cannot be turned over to make welts and they 
would go into other industries and would never return. 

The turn man does not 
*% know how to make a welt 





In order to reach a final x 
decision on the turn shoe 
and to get the views of those 
present, Mr. McGowin 
made a test motion that no 


The Message of a Picture 


This is the greatest picture that has ever appeared 
in the “Boot and Shoe Recorder.” It tells a won- 


shoe, and and if he was 
forced to take up another 
line of industry at the ad- 
vanced years of most turn 


more turn or hand sewn 
shoes be made until after 
the war. After this was 
seconded and carried, Mr. 
Garside took a_ stand 
against it, claiming it would 
be impossible to make the 
Goodyear operatives stay in 





derful message in the bowed back of the old 
peasant who has lost his sons in the war, of the 
dear old mother who is seeing if the rough hewn 
sabots are comfortable to the only one left to her 
care, and in the sweet sympathy of the Red Cross 
worker wiping a tear from her eye. 

Show this to the world—the response will be 
overwhelming. 








and hand operatives, he 
would likely be a burden on 
the community rather than 
a help. In view of the 
statement made by Garside, 
Mr. McGowin removed his 
resolution and a committee 
was appointed to make a 
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Eliminate 
All Waste 


By EDWIN P. HOLMES, Parker Holmes & Co., 


oston 


“I heartily support the work which you are recommending, 
especially that portion of it which relates to returned goods. 

“During these times every concern should do its utmost to 
eliminate all waste, and we lack the proper patriotic spirit if 
we fail to use every effort within our power to stop those 
wasteful habits which may have existed in the past.” 


zawe Ke Khe Karka KKK kK 


digest of the various opinions held make a 
report later in the meeting. This committee was sub- 
sequently announced by the chairman to consist of 
Messrs. Garside, Briggs, Orr, Scates, Rosenbach, 
Downes and McKeon. 


So Far— 
Discussion Only 

The turn shoe is quickly made and is not luxurious 
or is it unnecessary. Mr. Strassberger of Washington 
made the suggestion that it might be impossible to rec- 
ommend that the turn process should be confined to 
all low shoes, leaving all high boots to be of Goodyear 
manufacture. To eliminate turn shoes, Mr. McKeon 
said, would make costs generally higher. A turn shoe 
by comparison with a welt requires but half the sole 
material and half the leather. Messrs. Weil and Baker 
also spoke on the subject. Another point brought up 
by Mr. McKeon was if turns were eliminated, the large 
stock of lasts suitable only for the manufacture of turn 
shoes would be put out of service, and he concluded his 
very interesting remarks by saying that we all want to 
help the government all we can, but let us help it if 
possible from making great mistakes. Mr. Wickert 
advanced the thought that a turn shoe will wear as long 
and can be worked more quickly in the factory. 


Can a “Liberty 
Shoe” Be Made? 

Mr. McGowin proposed for the consideration of the 
committee this interrogation: “Can we make a shoe 
with conditions in the material and labor market as 
they are, that would be fit to offer to the average 
citizen at $5.00?” 


Turn Shoe Report 
Sent to Washington 

The Committee in building its report considered all 
the angles of discussion pertaining to possible restric- 
tion of turn shoemaking and this statement of facts 
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after being carefully considered: was handed to A. C. 
McGowin for personal transmission to the War Indus- 
tries Board. All the facts summarized themselves into 
a brief that informed the Board that such drastic meas- 
ures would be entirely uncalled for, serving no purpose 
as to conservation of leather or man-power. It was as 
strong a statement as has been prepared by the indus- 
try to put before the authorities at Washington. 

The meeting reconvened at three o’clock, but as the 
committee on resolutions was not ready with its report 
at that time, matters of general interest were taken up. 


Donate All Worn 
Shoes to Red Cross 


Mr. Scates of Boston welcomed the thought that 
very constructive work could be done by the retail 
shoe trade by asking all customers to donate all worn 
shoes which would be turned over to the Red Cross 
for shipment abroad. If these were all brought out 
and repaired under Red Cross auspices, and provision 
is made for this, it would be possible to shoe the civilian 
population of France and Belgium. No matter how 
badly worn the shoes may be, there is a use for them 
even if only their grinding up for fertilizer. 


Factory Return 
Also to Red Cross 


After some general discussion on this proposition, 
which included the suggestions made in Washington 
on this matter, and which included a statement by 
George Baker that his factory and probably all other 
factories would turn over returned shoes that had been 
worn, it was moved that a committee be appointed to 
get in touch with the Red Cross authorities and learn 
their wishes and form a plan of procedure. The com- 
mittee appointed was composed of Messrs. Scates, 
Strassburger and Orr. 


The Liberty Boot— 
Will It Sell? 


Mr. Willson offered an additional resolution to the 
effect that the best advices received in this country 
were to the effect that the standardized war-time boot 
in those countries where it had been adopted were 
disappointing. They did not sell as freely as expected 
and there is now a general tendency to go back to 
fashion footwear. As a matter of fact, he has in his 
store and doubtless there are in all retail establish- 
ments, many good shoes for both men and women that 
are priced at $5.00, but the people simply will not 
buy them. To put out a standardized boot at this 
figure, provided such a one could be made on specifi- 
cations, would probably result in an increased stock 
of unsalable merchandise. 

The meeting then adjourned at 6 P. M. 
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Concentration 
of Purchases 


Careful Size-Ups 
Cash Discounts | 


Credit vs. Cash 


O what extent does the successful shoe retailer con- 
centrate his purchases—that is, make a practice 
of buying from only a small number of manufacturers 
and wholesalers? One retailer, whose annual sales 
amount to only $11,000, reports that he buys from 
twenty-five firms. Another retailer, whose annual sales 
amount to over $500,000, states that all of his shoes are 
bought from six firms. ‘These are both exceptional 
cases. The average shoe retailer buys from less than 
a dozen manufacturers and wholesalers; many retailers 
buy from not more than four or five, and some from 
only one. Ordinarily the large store, featuring novelty 
styles, purchases from the largest number of sources, 
but it is seldom that any retailer buys shoes from more 
than twelve or fifteen different sources. 

During the last ten years, it is stated, shoe retailers 
have been concentrating their purchases more and 
more. The information that the bureau has received 
shows a noticeable tendency among the shoe retailers 
in each grade to buy from fewer firms. In many stores 
where the volume of sales has remained about constant 
during this period, the proprietors now buy from about 
two-thirds or one-half as many firms as at the beginning 
of the ten-year period. Even when the volume of sales 
has decidedly increased it is only in exceptional cases 

















The most authentic survey of 
wasteful methods in merchan- 
dising—prepared by the Bureau 
of Business Research, Graduate 
School of Business Administra- 
tion, Harvard University, Cam- 
bridge, Mass. 


that a retailer now buys from a larger number of 
sources. 

The tendency to buy from fewer and fewer sources 
is most noticeable in stores selling medium-priced shoes 
and least noticeable in stores selling high-price shoes. 
This is probably due to the fact that the stores selling 
high-price shoes commonly feature novelties and there- 
fore seek a wider variety of styles. 

A shoe retailer with a small volume of business gen- 
erally finds it to his advantage to buy from only a few 
wholesalers and manufacturers. At best his orders are 
small, and unless they are concentrated they are of 
little interest to any one manufacturer or wholesaler. 
The dealer who buys from a few sources asserts that 
he receives more valuable suggestions and advice from 
the salesmen, better service from the manufacturer or 
wholesaler, and frequently better terms of credit. The 
manufacturer or wholesaler gives better terms of credit 
in such a case, because concentration of purchases re- 
duces the risk to the creditors. A shoe retailer who 
has a large number of creditors, to many of whom 
he owes only a small amount, is likely to be thrown 
into bankruptcy in case of temporary financial em- 
barrassment by the pressure of these individual credi- 

(Continued on page 57) 
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A man with both legs shot off has a good pair of hands. 
-——Can you use them? 




































French 
soldier 
with 
both 
legs 
‘gone, now 
‘support- 
ing a 
family 
by his 
handiwork. 

















Giving the wounded soldier a é, 
life’s work to do ] 


Reconstructed man-power is a 
“clean-up” of the wastage of war. 
The Red Cross Institute for Crip- 
pled and Disabled Men is giving to 
thousands of war’s heroes “a man’s 
work to do.”—Shall we do the same 
in America? j If 




















Making war boots for their 
mates “over there.” 











A shoemaking classroom in Montreal. 

















NEWS 


The girl who smiles at 
work helps win 


her 





the war 





Women at the bench—doing their bit in fine shoemaking 
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Women at 
man’s work 
in the 
factory of 
J. & T. Cousins 
Shoe Co., 
Brooklyn, N. Y. 
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Hand heeling by girls women 
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No. 806, 25c¢ 


| Women’s Smart Pumps 


| Trim Lasts High Heels 
| $5.00, $5.50, $6.00 & $7.00 
| yw will find everything 
that is new in this, the 
| daintiest of Summer foot- 
| wear styles, at Blank’s. | 
| There are tans, with high heels | 
| and medium heels—there is the | 
| fashionable gray with real French | 
! heels—there are Pumps of patent | 





| leather on a specially slim and 
pointed last. In fact we have 
really outdone previous records 
in getting together the pick of 
the styles in this handsome type 
| of Summer Footwear. 


Oxfords 


| Oxfords have made great strides 
this Summer and have without 

| question established themselves 
as prime favorites among well- 
dressed women. 

We have a handsome assortment for you || 
| to select from and are offer:n: just now 
|| some particularly good values in the very 
| newest of lasts and patterns. 

Gray, Black, Tan, Patent 
| Leather. 
| High curved heels, high straight 
| heels, medium heels, $4.75— 


| 


| upwards. 
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More Shoes 
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No. 807, 25c¢ 


Fashion’s Favorite 
Stylish Summer Oxford 


$6.00 
exons above is one 


of the newest charming Ox- 
Grey 


fords of the season. ' 
slim 


Kid, light turned sole; 
tapering last—high heel. 
Many other handsome styles in 


Oxfords and pumps are shown in 
our windows at very moderate 


prices. 


Insert Your Store Name Here 


BRAAAAGAI FAIA GOOG AA GAG AAA AAA AMP cagrancapan sr anenanananepanancs 


We Send Just What 
You Want Every Week 
at No Extra Cost 
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No. 808, 25c 


Summerish Styles 


In 


Handsome Oxfords 
White—Grey—Tan 
| Reagent te lines and hand- 


some leathers have made 
Oxfords the accepted fa- 
vorite among well-dressed wom- 
en this season. 
At very reasonable prices you will find 
the choicest of models at Blank’s. Sizes 
and prices just right. 


Insert Your Store Name Here 














Shoe outlines and illus- 
trations WITHOUT 


reading matter sold at 
25c Each 


Postage paid—cuts 
shipped same day 
order is received 








No. 809, 25c¢ 
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Why Not Order 
a Six Months’ 
Cut Service? 
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ThelIdeal—the Patriotic Footwear 


for Summer Is “White” 





No. 810, 25c¢ 


For Men, Women and Children there is nothing so cool, 
so stylish or so comfortable in Summer Footwear as 
“White”—and it’s not so hard to keep clean either, in 
these days where there are so many excellent and easy to 
use whiteners and cleaners on the market. 

The Government—and that means each one of us individually—is 


making great demands on all available leather supplies, and it 
surely is fitting that we do our share in conserving wherever 


possible. 
You will see at Blank’s a display of WHITE FOOTWEAR that 


is bound to make a hit with you, not only in the point of style 


but in price. 
Women’s White 


Men’s White 
Oxfords Shoes 


White Fabric Oxford, Fibre Sole and yur® Canvas, Humps, Medium High 


Heel, Low English Last. 
: White Canvas Oxfords, Fibre Sole, 
Palm Beach Oxford, Leather or Fibre [ow Heel. 
Sole and Heel. $4.00 
$5.00 White Linen Pumps, High French Heel, 


White Nubuck Oxford, Fancy Perfora- Light Leather Sole. 
$4.50 


tion, Smart Custom Last. \ 
6.00 White Kid and White Nubuck Pumps. 
$8.00 


$6. 
Other Styles up to $8.00. $5.00 to 


White Cleaners, We are prepared not only to supply you 

with the very smartest of White Shoe 
Laces and Buckles Styles but to help you keep these Shoes 
always neat and attractive. We have a most complete line of 
Laces, Buckles and Cleaners and will only be too glad to help you 
in making this a real White Summer. 


Insert Your Store Name Here 





No. 811, 25¢ 


For Men 


Who Consider Comfort 
Here Is the Ideal Oxford for 


Summer. 

Tan Calf Fibre Sole— 
Low Flat Heel—Medium 
wide custom toe, $5.50 


We cannot recommend these 
shoes too highly for comfortable 
street wear. They put a spring 
in your step that seems to take 
the load off your feet. 
Viewed from the standpoints of 
comfort and economy, this is one 
of the best buys that you will 
find anywhere about. 

We have many other smart styles 

in men’s oxfords in tan, black and 

white with leather and fibre soles. 
The style range is very extensive 
from the narrow English toes to 
the roomy wide toe lasts. Each 
pair is made from unexcelled 
wearing materials, thus assuring 
a full measure of satisfactory 
service to you. 


Price $5, $5.50, $6, $7 
Blank’s 
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x * x 
“A 
Clean One has but to look at the win- 
99 ; ; 
Up dows of every home in America 
to see the utility of the window 
Through in patriotic publicity. 
Y Is your store window as effec- 
our tive to your business? 
Windows 
x x x x 





OME merchants have never made a careful canvas 
of the value of their show windows to their busi- 
ness. One of the most successful chain stores in the 
country has men checking up locations all the time. 
These men count the number of people that pass the 
contemplated location each day. ‘They check the num- 
ber of men who pass the door. They check the time 
they pass, to see if there is a steady flow or whether 
it is in rushes. They check the class of people who 
pass, to see whether they are prospective customers 
or not. 


This is ali done before they decide to open in any 
location. What do they do after opening their stores? 
They go after the prospective customer with window 
displays that are placed to win trade. 

The shoe dealer who is reading this article may say 
to himself: “What is that to me? I am located here; 
I’ve got to take the trade that comes.” 


Your Sphere of Influence 


In a measure he is 
right, but only in a 


the more thoroughly he studies his trade possibility 
the more thoroughly he will be prepared to meet busi- 
ness conditions. 

Every merchant should know the number and class 
of people who pass his store door. He should know 
the variations in these numbers with the seasons and 
with the advancing years. He should know the class 
of people who pass and whether they are prospective 
customers or not, for all persons who pass the store 
door are not prospective customers. 

The merchant should know the proportion of tran- 
sients to regular passers-by. ‘That is also important. 

A window display intended to catch the eye of the 
transient should fairly shout price, while one intended 
to interest regular customers or those who may be- 
come regular customers should be more modest in the 
price direction and more insistent on the value and 
quality of the shoes. This subtle difference is seldom 
ever thought of, and it should be carefully considered. 

The timeliness of a window setting has a great deal 
to do with its attractiveness. Its attractiveness 
has everything to do 
with its effectiveness 





measure. He must 
take or leave the 
trade that comes 
within his sphere of 
influence, to use a 
military term of ex- 
pression. Every lo- 
cation carries with it 
certain possibilities 
for trade beyond 
which it is impossible 




















in securing business. 





International 
Decoration 
Day 


May 30 is Deco- 
ration Day. Should 
the shoe merchant 
make a special dis- 
play for that occa- 
sion? This is a ques- 























to reach. It is just 


tion that often is 








these possibilities the 











asked, even by those 
who follow the cus- 





shoe merchant 
should study — and 





May 30th—An international decoration day 


tom and make some 
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sort of showing 
to suit the occa- 
sion. The answer 





Duy is given in our 
Oxfords window sugges- 
tion number one. 

NOW We think it 
proper to make 


ee ae a sppropeiate 
Every display. 


This year 


t more than in 
Style and. any year of the 
Service is history of the 


United States is 
a decoration dis- 
play appropri- 
Tell your people through your window— ate. We have 
oxford wearing is patriotic because it con- had so many 
serves leather. military win- 

dows to flaunt 
the cause of war, to boost the sale of Liberty Loans, 
Thrift Stamps and other 











graph and use this for enlarging from a smaller draw- 
ing. The pantograph is not expensive and is a useful 
tool for the display man to have in his working kit. 
It is a mechanical means of enlarging pictures that 
makes window art less trying to those who cannot draw 
with facility. 

The eagle may be brought out in gray and white. 
If the display man possesses an air brush he may use 
that to bring out the shadows in his cut-out. If he 
has no air brush he may use pastels, paints or leave 
the detail out altogether and paint the eagle in gilt. 

The shield should appear in the natural national 
colors, red, white and blue. Crepe paper may be pur- 
chased with large printed shields in the decorations. 
One of these may be cut out and used to bring out the 
colors on the shield. If the shield is too large for this, 
crepe paper with white stars on a blue field may be 
obtained and used for the upper part. 

The flags may be attached to the wall behind the 
shield in the manner shown, or in any other way that 
will give a pleasing effect. 

On each side of the background there is hung a 
wreath surrounding a card on which the words, 

“Lest we forget” and “In 





worthy motives that it is | 
only reasonable a window 
should be shown to com- 
memorate the bravery of the 
heroes who died for their 
country, not only in the 
Civil War, but in all those 
wars which have succeeded 
that, including the present 
European catastrophe. 
Years ago it was the cus- 
tom of display men to make 
elaborate settings in which 
a graveyard scene was the 
central motif. This is not 






Attractive 





memorium” appear. These 
wreaths may be made of 
natural or artificial foliage, 


Be Salim or be white or gilt. 

: In the small illustration 
we show a unit decoration 
STYLES that might be substituted 


for the wreaths shown in 
the larger setting. The panel 
is cut out of cardboard 


Will make the foot: $ or other material. The old 
look Dainty and : sword and the wreath 


A are tied together and at- 
tached to the panel. Red, 
white and blue ribbon may 








looked upon today among 
display men as appropriate. It is true that the day is 
intended for the decoration of the graves, but the place 
for graves is in the graveyard, not in the window. 
The window is intended to commemorate the spirit 
of the day and not to picture the actual decoration 
of the graves of the fallen heroes. Hence our advice 
is to keep every sign of a grave or tombstone out of 
the window display. 


How to Design 
Your Windows 


The flag and shield unit may easily be made by 
any display man, and requires no particular artistic 
gift or talent to develop. 

The eagle and shield may be cut out of wallboard 
or heavy cardboard. If the. display man has any 
difficulty in outlining the eagle let him buy a panto- 


be used. 











i. OXFORDS 











Tell your people—“Wear oxfords—conserve leather” 








Neolin Soles 


Trade Mark Reg. U, S 


PR cweperers and 
magazines 
with a combined 
circulationofmany 
millions carry the 
story of Neolin 
quality into Amert- 
can homes. ‘This 
advertising famil- 
larizes people with 
the merits of 


Nedlin Soles and 


enables you to 
make guick sales. 








Ok sales are a 
trade -advan- 
tage of Wingfoot 
Heels, too. Most 
consumers know 
that “Wingfoot”’ 
means that frm re- 
silience which 
makes for heel- 
wear. Wingfoot 
Heels are guaran- 
teed to outwear 
and outlast other 
heels. 


The Goodyear Tire & Rubber Co. 
Akron, Ohio 
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A picture or a bust of President Wilson placed on 
a pedestal draped with purple or black velvet may be 
placed in the center of the setting to complete the 
display. 

In our issue of February 16 other suitable sugges- 
tions may be found applicable to the Decoration Day 
display. 

The suggestion in illustration number two is new and 
novel and was developed from one used by a large 
department store. 

This may be used in two ways, one being simply a drop 
curtain upon which the whole design is painted. The 
other is preferable and contemplates the use of a drop 
scenic upon which the sprays of foliage and the con- 
ventional flowers shown on stems rising between the 
trees are to be painted. The rest of the design is to 
be cut out of wallboard and painted in poster style. 
This cut4ut is to be set about six inches in front of 
the drop scenic and may be further enhanced by having 
foliage intertwined in the painted foliage at the sides. 

Poster art is not as difficult to paint as it appears, and 
a little practice will put the display man in a position 
to make better backgrounds and more attractive 


settings. 





Clean-Up 


(Continued from page 49) 
tors. If his creditors are few in number, on the other 
hand, in case of emergency they frequently can get 
together and arrange to save the business from bank- 
ruptcy, to their advantage as well as to the advantage 
of the retailer himself. 


“Clean-up”— 
Careful Size-ups 

By buying moderately on the first order and then 
watching their sales and stock closely, the best re- 
tailers most surely guard against the accumulation of 
slow-movers and dead stock. By keeping a record of 
sales by styles, taking frequent size-ups, and recording 
the orders for each style by size and width, they can 
readily provide for the needs of their trade and keep 
their stock clean. A summary at the end of the season 
of the sales of each style and the stock on hand fur- 
nishes a highly useful guide for placing the orders far 
the new season. 


“Clean-up”— 
Take Your Discounts 

The cash discount is a substantial premium for the 
early payment of bills. Less than two-thirds of the 
shoe retailers, however, take all their cash discounts. 
Among the medium-price stores and high-price stores 
a larger proportion take all their cash discounts than 
among the low-price stores. Among the low-price 


stores, largely because they are smaller and have more 
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meager capital resources, the. proportion that take prac- 
tically no cash discounts is greatest. 

Many a retailer fails to realize the actual loss that 
he incurs by not taking all of the cash discounts that 
are offered on the merchandise that he buys. By not 
taking these discounts, he increases the cost of the 
merchandise and reduces his profits. In many cases 
a retailer who does not take all his cash discounts 
would gain by borrowing from his bank, if necessary, 
to enable him to take them, even if the local rate for 
money be as high as 8 per cent. For example, money 
borrowed by a retailer for three months at the annual 
rate of 8 per cent requires an interest payment of only 
2 per cent. If the retailer borrows at this rate to take 
advantage of a per cent cash discount offered by the 
manufacturer or wholesaler, he will save 2 per cent on 
his money. 


“Clean-up”— 
Cash or Credits 


A large amount of the business of the low and me- 
dium-price shoe stores is for cash. Of all the stores 
selling low-price shoes, 38 per cent do an entirely cash 
business; 20 per cent of the medium-price stores and 
15 per cent of the high-price stores sell only for cash. 
The proportion of cash sales to credit sales, however, 
is high in most stores in all grades. In over four-fifths 
of the low-price stores, for example, 90 per cent of their 
business is for cash. In the medium-price stores the 
proportion of cash sales to credit sales is not as high 
as in the low-price stores, and the proportion is lowest 
in the high-price stores. 

Among the most successful low-price stores, 99 per 
cent of the sales are for cash; among the most successful 
medium-price stores 94 per cent of the sales are for 
cash. The least efficient stores in both groups allow 
more customers to buy on credit. In these stores 10 
per cent of the sales are commonly for credit. Their 
poor showing is of course not due entirely, or perhaps 
even generally, to their leniency in granting credit. 
Their credit sales are only one factor in the poorer 


- management of their business. 


As the length of credit is extended, the amount lost 
through bad debts increases. The percentage lost 
through bad debts in stores doing 90 per cent or more 
cash business is most commonly only one-tenth of 
one per cent of the sales, or even less; in stores which 
allow a larger proportion of their customers to have 
charge accounts, this item more frequently amounts to 
one-half of one per cent. 

Bad debts are charged off monthly, semi-annually, 
annually, or never. Once every seven years is not 
often enough to close out the bad debts account, al- 
though more than one retailer has waited as long as 
that. Practically all of the successful stores charge 
off bad debts at least once a year. 
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FINE DRESS WELTS 


READY TO SHIP 





MADE IN CHICAGO 
STOCK STYLE 705 











ae a 


Factory No. 1, Corner Chicago Avenue and 
Green Street, Chicago, IIl. 


Stock Style Number 705 


Men’s Gun Metal Blu. Optomist 
Last, Single Leather Sole, Leather 
Counters, Full Size Tongues Fleece 
Lined, Light Tan Leather Top Fac- 
ing, Mat Calf Topping, “Apex” 
brand, made by Hiteman Bros. 





MacDonald & Kiley Leather Company, in Stock B, C, 
Super-Fitting Lasts and D Width, Price $4.15, less 5 





This One “Optomist” per cent. 


J. W. CARTER CHICAGO COMPANY 
CHICAGO, ILL. 


Try—Carter’s Co-operation 
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THREE 


FACTORY 
407 BRIDGE STREET 
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GREY BUCK 9-INCH TOP 
BATTLESHIP GREY KID VAMP 


QUARTER FOXED LACED BOOT 


14-8 MILITARY HEEL, IVORY WELTING 


DoNN D. SARGENT Co. 


SALEM, MASSACHUSETTS 


BOSTON OFFICE 
495 ESSEX STREET 
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Stock No. 277 





Representing 
Stock Nos. 281, 
279, 274, 283. 


OXF ORDS AND PLAIN PUMPS IN-STOCK 


Stock No. 295. 












tock Stock 

ee Price No. Price 

281 Patent Leather Oxford, Plain Toe, Leather Louis Heel, 296 White Canvas Oxford, Plain Toe, Covered Military 
1S rrr rer seeeee ects seeeeeneees $3.25 WO, TI FS oo oie iis ikiin de ddcccdancsaanchapaceas $2.15 

277 Mahogany Brown Oxford, Im. Wing Tip, Cuban Heel, | 146 White Canvas Sport Oxford, White Kid Trim, C-E..... 1.50 

279 Mahogany Brown Oxford, Plain Toe, Leather Louis 147 Same with Gray Kid Trim, C-E................00005 1.50 
OO Perr ee _- 3.50 148 Same with Brown Kid Trim, C-E............ besereeee 1.50 

274 Havana Brown Kid Oxford, Plain Toe, Leather Louis 247 Mahogany Calf Plain Pump, Leather Louis Heel, Nar- 
Heel, , SO apc aseessenezcocgresstapegeasagss = ND incade-ne.5.6smuaasohasiecadéanneawibteeds 3.50 

283 Black Ki xford, Plain Toe, Leather Louis Heel, C-D.. 3. i 

104 Black Kid Oxford, Plain Toe, Leather Louis Heel, C-D. - 2.25 6 ee ee 

_ Hal BD .. bec beea sono nee wed ny 2 ; ad ae uti pees = 245 Dull Kid Plain Pump, Leather Louis Heel, Narrow 

295 White Canvas Oxford, Plain Toe, Covered Louis Heel, Toe, DO. Etec cndencenedcnsrnccecs 060666-6h060060b0uus 3. 
Pe, THD ick vvddccccnccéscevecéccecvedadsenuucesete 2.15 248 White Canvas Plain Pump, Covered Louis Heel, B-D.. 2.00 


Plain Pumps in Patent Leather, Dull Kid and White Canvas, 
High or Low Heels. Boots in Brown, Gray and Black. 
Send for Illustrated Circular and Price List 


THE BOARDMAN SHOE CoO. 
564 Atlantic Ave., Boston, Mass. 





RESULTS 
hard 


“The Credit Clearing House, 440 Fourth Avenue, New York City. 
J 


“Gentlemen I herewith enclose a statement including a summary 
of the last four months’ business. 
“You know by my condition of last year that I had a hard pull, 


but glad to state | am getting ahead fine. Although I am not im a 
position as yet to be able to be prompt, but with your assistance I 


hope to be in fine shape in one more season and sincerely request your 
help. 1 have increased my sales last season and this to date 50% 
above 1916 and 1917. 





“I am paying off little to the bank of my old indebtedness and 
have more than enough in Real Estate left to cover the old debt. 











“I am working hard and no more speculating at anything. Would 
kindly ask you to inform me whether the average per cent as shown in 
my statement is as it should be, or could be reduced. 


Don’t let yourself get caught in the mire of 
—bad business. 

The deeper you get into it the more you 
will come to realize that you need expert help 
and advice to get you out. 

Send this ad attached to your letterhead at 
once to the Merchants Business Building Shoe 
Service and get full information and sugges- 
tions on how to increase the present business 
of your store. 

We can send this free information to only 
one merchant in each town, so hurry your 
request to us. 


Can You Use Mats? 


Mexchanls Bits) Service 


“I expect to clean up the entire season's indebtedness, due now 
in the next five or six weeks,as 1 am not buying very much except a 
few summer novelties. 

“Hoping this will explain fully my present condition and thanking 
you for past favors, I am, 


“Very truly yours, 





THE CREDIT CLEARING HOUSE 
“Builder of Better Credits” 


Offices in all important cities 














Executive Offices: 440 Fourth Ave., New York, N. Y. 





- 
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JOHNSON "a 





yl 
Fall 





Patent Tan, Fawn Cloth Top, 
— Back-stay. On Our New 110 
. 





STYLE NO. 351 
Mahogany Tan, Imitation Tip, 109 
La 


st. 




















No. 319 
Cloth Top, Mahogany Vamp, with 
A SStAee. White Ivory Welt, Imitation Wing 
STYLISH LINE OF Tip, 109 Last. 
WOMEN’S SHOES, . 
WITH WHICH MANY 
HUNDREDS OF 
RETAIL MERCHANTS ARE Called by 
BUILDING A SUCCESSFUL Merchants Themselves— 
BUSINESS 
STYLE NO. 347 
“The Bread and Butter LAST NO. 109 
Line’’ Mahogany Vamp, Chamois Leather 
Top. A Byand New Style that’s 
a Beauty. 


‘Made In the Pine Free State. 


JOHNSON BROS. SHOE MFG. CO. 
HALLOWELL, MAINE 
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Oxfords and Pumps In Stock 


Popular in both Style and Price 


Each number a distinctive Style designed with due 
consideration to Summer requirements. ‘The Russia 
Calf Oxford has the TEXTAN sole, particularly 
adapted for general outdoor wear. 





Chocolate Brown 
Russia Calf Oxford 


STYLE B 839 


Goodyear Welt 
Tan TEXTAN Fibre Sole 
Imitation Wing Tip 
Perforated Vamp 
l-inch Rubber Heel 
Five Blind Eyelets 


AA 4 to 8 A 3% to 8 B, C, D 2% to 8 


$3.75 





— 


Imperial Calf Pump 
STYLE B 817 
Goodyear Welt 
Imitation Wing Tip Center Perforated 
1 
AA4to8 A38%Htos8 B,C, D2% to8 
$3.35 
Style B tin» in Russia Calf, 
3.75 





White Norma Calf Oxford 
STYLE B776 


Goodyear Welt, Ivory Leather Sole 
Imitation Tip, Center Perforated 
14-inch Ivory Leather Heel 
Six Blind Eyelets 


AA4to8 A3%to8 B,C, D 2% to 8 


$4.00 





Patent Colt Pump 
STYLE B1778 
Goodyear Welt 

Small Perforated Panel 
2\%4-inch Leather Louis Heel 

AA 4 to 8 A 3% to 8 

B3 to 8 Cc, D 2% to 8 
$3.35 


— 


Style B787—Same in Glaze Kid, $3.35 


“Instantaneous Stock Department” 


The Menihan Company 


Shoe Makers for Women 


Rochester, -  - 


. + © « EF. 
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BOOTS AND SHOES 


Being Manufactured 
to Capacity 


The trade is somewhat concerned 
at present as regards the effect of 
the restriction of imports of crude 
rubber, and is wondering what will 
be the results on the delivery of 
orders taken early this year for next 
winter’s stocks. There is some rea- 
son for this anxiety, but when the 
facts are fully known, and the work- 
ings of the trade under this restricted 
import are fully studied out and 
practically applied, some, at least, 
of this anxiety will be allayed. The 
rubber footwear manufacturers 
have agreed to push to their full 
ability the production of boots and 
arctics for the Government needs, 
and this will interfere with the filling 
of similar orders for civilian trade. 
But on other goods, which .form 
the far greater proportion of the de- 
mands of shoe merchants, the man- 
ufacturers are in no wise restricted. 
The factories are pushing their 
plants on light and heavy rubbers 
and overshoes, and deliveries will 
go forward not only by freight, but 
if need be by motor truck delivery 
over long distance routes in time 
for the retailers’ demands of late 
summer and early fall. 


TENNIS LINES 


Production Heavy and 
Demand Improving 


New orders in the factories may 
be slackening, but production con- 
tinues as fast as capacity allows. 
Everything from the lowest priced 
sneaker to the finest specimens of 
the newly designed summer sport 
shoes and outing footwear is being 
made on orders, for even with the 
enlarged capacity of nearly every 
mill there are few which have been 
able to fill all their requirements. 
However, the jobbing houses are 
fairly well supplied, and retail trade 


MMMM sth aks 


The Rubb. er » Reahn 
Market Review of Rubber 


Wee 
ps Men Supplies and Prices 
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is already feeling the warm weather 
impulse. 


CRUDE RUBBER 


All Sales Made 
At Maximum Rates 


The crude rubber market has 
been fairly active the past week, spot 
rubber stocks in dealers’ hands be- 
ing but moderate, though supplies 
somewhere in transit are fairly large. 
This state of affairs has held all 
transactions to the full maximum 
limit, while trading in forwards is 
practically discontinued. The fixing 
of imports for the next three months 
at 25,000 tons is likely to be fol- 
lowed by a continuance at the same 
rate, which would limit imports to 
100,000 tons a year. Last year we 
imported 157,000 tons. But we have 
80,000 tons now in this country, so 
it is not at all likely that the indus- 
try will suffer. Of the 100,000 tons 
allowed to be imported, 35,000 is to 
be reserved for Government war re- 
quirements, and will be allotted to 
those manufacturers who have Gov- 
ernment contracts. The remaining 
65,000 is to be for general trade re- 
quirements, but it is probable that 
if it is found that more is needed, the 
limit for future quarter-years will 
be set at higher figures. There is 
no doubt that the War Trade Board 
will protect the rubber industry as 
far as real necessities are concerned, 
though perhaps manufacturers in 
some lines may feel the squeeze of 
limitations. The Rubber Club of 
America will have charge of the al- 
location of present stocks and cur- 
rent imports, that all manufacturers 
may be equitably supplied, accord- 
ing to importance of their output and 
their requirements, proportioned by 


the amounts of raw material they. 


consumed last year. The present 
ruling is that each manufacturer is 
entitled to import, or have imported 
for him, 7-16 of his total consump- 
tion of rubber last year (ending May 


1, 1918), and in addition to this 
amount he will be entitled to all the 
rubber he may require to make up 
goods for the United States Govern- 
ment. Most of the principal com- 
panies have enough crude rubber 
on hand to last them from two to 
five or six months. 

The quotations today are: Up- 
river fine, 68c; island fine, 59c; up- 
river coarse, 40c; islands, coarse, 
27c; caucho ball, 40c for upper, 36c 
for lower; cameta, 28c; first latex 
pale crepe, 63c; smoked sheets, 62c; 
brown crepe, 60c; centrals and Mex- 
icans, 39c; guayule, wet 35c, washed 
and dried 48c. 


NOTES AND NEWS 


Of Interest in 
the Rubber Trade 


The Lorain Rubber Heel Co. has 
been organized at Loraine, O., and 
will soon put on the market a line of 
rubber heels. 


Several members of the Japanese 
War Mission to this country paid a 
visit of inspection to the plant of the 
B. F. Goodrich Co., Akron, last 
month. 

The funeral of A. L. Comstock, 
veteran rubber manufacturer, who 
died the week previous at Pasadena, 
Cal., was held at Uncasville, Conn., 
his native town, last week F riday. 
A large number of men in the rub- 
ber trade attended. 

Roswell C. Colt, director in the 
Dominion Rubber System in Can- 
ada, and son of Colonel S. P. Colt, 
president of the United States Rub- 
ber Co., made several ineffectual at- 
tempts to join the Canadian Avia- 
tion Corps, but recently while visit- 
ing his home town, Bristol, R. L., 
he volunteered his services for the 
United States Navy, and was ac- 
cepted as coxswain, to report June 
1. His brother, Russell G. Colt, is 
a lieutenant in the U. S. Army Avia- 
tion Corps, and will soon leave for 
active service in France. 





Description of Shoe Being Fitted: 


F121—“Buster Brown” Gun Metal 8-inch Lace, single sole, medium heel, welt, Footshaping 16 
Last, A, B, C and D widths, sizes 244-6 $3.66 
Same in 74-inch Lace, B, C and D ‘widths, sizes 1114-2 
Same in 6%-inch Lace, spring heel, C, D and E widths, sizes 844-11 


F111—Same in Mahogany Russia 74-inch Lace, medium heel, B, C and D widths, sizes 1114-2.$3. 7 
Same in 6%-inch Lace, spring heel, C and D widths, sizes 814-11 $2. 


The Children All Like Busters 


You know how difficult it is to sell a shoe that the child doesn’t 
want—and how easy it is to sell the shoes that children like 


to wear. 





Buster Brown SHOES 


For Boys—For Girls 


are favorites with all classes of boys and girls—for even they 
realize that the “Brown Shaping Lasts” will help them grow up 
to be strong and sturdy men and women. 


WWI Vos GowngQaiong, 


MANUFACTURERS é ST. LOUIS, U. S. A. 
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Covering 


Good Lasts with 


Good Leather 


HAT is the secret of the 
remarkable sales-success 
that has literally swamped 
these two Stetson styles— 
(and a number of others, also). 
““New Thrill’’ is the last. 
“Tony Red” Calf is the 
upper leather. 
The Oxford is our Style 5, 
made with single sole, 


medium edge, and nine- 
eighths heel. 


IN STOCK 


AA—7 to 11 
A, B, C, D—5 to 11 


Price $6.25 
The Bal is our Style 11, 
made with plump single 


sole, medium edge, and 
eight-eighths heel. 


IN STOCK 
AA—7 to 11 
A, B, C, D—5 to 11 


Price $7.25 


ITH Stetson, covering 

a last means putting 
into the shoes the painstaking 
workmanship that lifts them 
above the ordinary quality 
and puts them into a class by 
themselves. 





These illustrations are taken from 
the Stetson Spring Stock Book 


THE STETSON SHOE COMPANY, Inc. 


SOUTH WEYMOUTH, MASS. 





HE sales stimulus which the liberal use of ‘‘ Tony Red’’ Calf has given to the Stetson Company's 
products is typical of the success that this fine leather has, from the first, gained everywhere. 


CREESE & COOK COMPANY, 95 South St., Boston 


THEE EEE EEE EEE 
Engraved and Printed by Seaver-Howland Press, Boston 
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the 100% Riding Boot 
for Army Officers 


O far as our energetic inquiries show, no 

other riding boot for Army officers has 
quite equalled the achievement of our “ Vic- 
”? model (illustrated here) in its volume of 
sales to military men and to civilians. 


The record of our sales of it; through Stet- 
son Shops and dealers’ stores, would make highly 
interesting reading for enterprising retail shoe 
merchants everywhere! 

The reason is simple: The ‘ Victory ”’ last 
is scientifically correct in every measurement. 
The foot and leg patterns are drafted with 
equal skill and care. 

And the upper leather — Creese & Cook 
‘““Tony Red’”’ Calf—is precisely the stock needed 
to make this boot’s materials match its work- 
manship. 

So, army officers, prosperous farmers and 
comfort-loving sportsmen in increasing number 
are buying the “ Victory ”’ boot. 
























Capitalizing 


This illustration is taken from i 
the Stetson Spring Stock Book oe i oe ls => 


Style 46 Victory Last 


Officers’ Riding Boot Tony Red Calf Heavy 
Single Sole Special Heel 


IN STOCK 
Width B—7¥% to 10 Width C—6 to 10%. Width D—6 to 10 
Price $18.00 


THE STETSON SHOE CoO., Inc 
SOUTH WEYMOUTH, MASS. 


Engraved and Printed by Seaver-Howland Press, Boston 
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Boudoir and Dressing Slippers 
IN FANCY FABRICS 




















Flowered Repcloth Quilted Satin 
Boudoir Negligee 


No. 5000 





Sizes 214 to 8. Widths C and D. 
Rosette ornament of same material. : 
Straight last. Leather sole. 3 leather Sizes 2 to 8. Width D. 

heel. Medium toe. Turn process. Shirred satin ribbon trimming. Rhine- 
stone ornament. Leather sole. No heel. 


Colors: 

(No. 832) Blue Base; (No. 834). Brown 
Base; (No. 836) Lavender Base; (No. 
831) Pink Base. 


Price to Dealers, Pair, $1.00 


Medium toe. Straight last. Turn process. 


Colors: 
Black, Light Blue, Lavender, Pink, Rose. 


Price to Dealers, Pair, $1.25 














Daniel Green 


Makers of the Famous 
Daniel Green 
Comfy Felt Slippers 


Felt Shoe Company 


Madison Avenue Building, 
25 Madison Avenue, 
New. York 
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Thess the Question 
of Profit 


EGAL SHOES mean a quick Turn-over for the Dealer, 
and then, there’s the question of Profit. 


Men and women buy Regal shoes year after year because 
they know what it means to get a shoe with the Regal 
Institution behind it. They know perfectly well that the 
goods are worth every cent that is charged for them. They 
know also that the dealer who carries that kind of a shoe 
does so because he can sell it at a good profit which he and 


they know is justified. 


The Crest, on the opposite page, is a Dealer-Profit shoe. 


Regal Shoe Company 


BOSTON, MASS. 
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Stock No. S-1142 


Black King Calf Oxford; 12 Sq. Sole; 8-8’ © 
Heel; Invisible Eyelets. 


A,7 told o 10 


C,5t 
B, 614 to 10 D, 5 to 10 


The price, $5.35. | Telegraph-Order Code Word, CADILLAC. 


HERE is every indication that the shoes on our new Crest 
last will carry off the sales-honors of the year. They can 

be had in Black and Tan, High or Low. The style shown here, 
Black King Calf, is in great demand in Regal’s own stores, and 
Regal Dealers tell us that it is one of the best selling shoes in 


the market. 





cn 


ih 


A postal card to us will send 
our representative to you. 


=|/ Regal Shoe Company 


BOSTON, MASS. 
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| THE wae. SAMPLE TRAY 


THE LINE WITH A RECORD FOR RESULTS 


sotg@s 


“Rich and Rosy” 


0922. A two tone Bal 
Cherry Calf on the “Smile- 
age” last. An extreme type 
of young men’s street shoe. 
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C:S'*MARSHALL:> COMPANY 
BROCKTON , MASS. 














HONEST CONSTRUCTION 
PUT THEM IN FRONT AND 
IS KEEPING THEM THERE 





IN STOCK 


BROWNIE 5 = Button, No Heel, 90 Last mes 


$1.15 
$0.95 
$1.15 


Dong 4 Tip $0.95 
BROWNIE 116 Children’s Button, Wedge Heel, 90 
Last Dongola Tip D $1.15 
RUSSET INDIA DONGOLA 
BROWNIE 26 —— Button, No Heel, 90 Last 


D $0.95 
, . BROWNIE 126 Children’s Button, Wedge Heel, 90 
BROWNIE 33 Infants’ San Lest Plain D $1.15 


BROWNIE 15 Infants’ But- dal, Mary Jane, No Heel, 80 
ton, No Heel, 90 Last Patent Last Plain, D, 1-5..... $0.75 WHITE CANVAS 


Tip. D, 1-5 $0. BROWNIE 133 —Children’s BROWNIE 35 Infants’ Button, No Heel, 80 Last 
hildren’: Sandal, Mary Jane, Wedge $0.80 
ewe 6 ee 6 int io BROWNIE 135 Children’s Button Wedge Heel. 80 


Button, Wedge Heel, 90 Last = 1 
Patent Tip. D, 3-8....$1.15 $0.95 Last Plain D 3-8 $1.00 


t 
BROWNIE 71 — "ution No Heel, 90 Last 


GRIEB SHOE MFG. CO. mer PHILADELPHIA, PA. 


Factory, Palmyra, Pa. 














Jotel LaSalle. 


Chicagos Finest Hotel 


All Roads Lead to Chicago 


Hotel Ig Salle 


A central point from which all 
Chicago’s activities radiate 


N the heart of Chicago, “the great national ter- 
minal,” stands Hotel La Salle—justly representa- 
tive of its progress and adequate to its demands. 


Here, every day, you may meet men and women promi- 
nent in world-affairs who appreciate the extra refine- 
ments of service. 


RATES 
One person Per day Single room with double 
Room with detached bath bed $4, $4.50 and $5 
‘ $2, $2.50 and $3 Two Connecting Rooms with 
Room with private bath Bath 
$3, $3.50, $4and$5 "Two persons 


Two persons Per day y 
Room with detached bath ipa 


$3, $3.50 and $4 . ; 
Room with private bath— 1026 «>: with private 


Double room $5 to $8 


Ernest J. Stevens, Vice-Pres. and Mgr. 


The only hotel in Chicago maintaining floor clerks and individual 
service on every floor 


La Salle 


at 
Madison 
Street 


Chicago 
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“The Value of Shoes Lies in 
The Leather That Is in Them’ 


GALLUN’S QUALITY 
LEATHERS 


for a good many years, have stood for the best that human hands 
could produce. Deviating not one inch from highest quality 
standards, Gallun’s leathers, year after year, have deserved the 
confidence of the merchants and manufacturers who look behind 
the shoes into the quality of the leather that goes into them. 


These men know that Gallun’s leathers are uniform, that the 
hides are the best that the different markets of the world can 
deliver and that their tannage has for its basis—experience— 
the greatest of all assets. 


Two of Gallun’s best-known leathers are 


VIKING CALF 
AZTEC CALF 


The first, a specialized leather, for Fall and Winter shoes; the 
second a leather for Summer wear. 


A. F. GALLUN & SONS 


MILWAUKEE WISCONSIN. 


H. A. ELY, Manager . 
11 East St., Boston, Mass. 
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Noe Sole sales are quickly made because 
consumers have been familiarized with Nedlin Sole 
long-wear, flexibility and waterproofness through adver- 
tising, or have been convinced of Nedlin Sole guality 
through actual wear. 


This fact should have weight in influencing your choice 
of soles. Quick sales are profitable sales. Look for the 
mark—Neolin—on the soles you examine. It is the mark 
of uniform high quality in soles. 


The Goodyear Tire & Rubber Company, Akron, Ohio 


eolin Soles 
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's Bunion Reducer 


tant relief to bunions and 
larged joints, Fits snugly. 
shoe pressure. 
Hides deformity. 50 cents each. 








THE SATURDAY EVENING POST 


EFFI CIEN CY of the Nation during 
war times requires careful attention to the 
feet at home or in the Army. Theactivity of 
the war and change of occupation has thrown 
an extra burden and strain on the feet of thous- 
ands of persons. For these reasons Dr. Scholl’s 
Foot Comfort Week this year carries more 
significance than ever before. 

Over £7,000 prominent Shoe Dealers and Department 
Stores are co-operating in this great movement. They are 
making special window displays and demonstrating how 
Dr. Scholl’s Foot Comfort Appliances produce the high- 
est degree of foot efficiency. These dealers are rendering 
a distinct service to their community. 


Dr Scholls 
Foot Comfort Appliances 


are for every form of foot trouble. Illustrated and described 
‘on this page are a few of the many Dr Scholl Appliances 
and Remedies for the feet. Study their use carefully; you 
will probably find one that fits your individual needs, 

Tired, aching, burning feet, corns, bunions, weak 
ankles, broken down arches, callouses on soles, pain in ball 
of the foot, painful heels, flat foot, overlapping toes, per~ 
spirmyg feet and other foot ailments readily yield to Dr. 
Scholl’s simple and effective corrective appliances. 

Scholl Dealers are Foot Experts 

In every store selling Dr Scholl Foot Appliances you 
will find a Graduate Practipedist, a foot expert. He will 
tell you which Appliance is needed and fit it properly to 
relieve your trou 

If yout dealer 1s not prepared to give you this-ser- 
vice, write direct to Dr. Scholl describing your foot tr 
Every Dr Scholl Foot Comfort Appliance and Remedy 
1s positively guaranteed to give entire satisfaction or your 
money back. 


Send For lntesesting Foot Book 
“The Feet and Their Care,”" by Dr. Wm. M. Scholl, Orthos 
pedic Specialist. ae yw ‘describes all foot troubles and a 
complete line of Dr Scholl"s Appliances and Remedjes, 
THE SCHOLL MFG. CO. 
Largest Maters of Foot Specialties in the World 
213 * Schiller Street Ghee S Minois 
low Vork Toronto 
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Do Not Detay! 


Foot Efficiency means National Efficiency. This should be the watch word of every shoe dealer in 
America. The rendering of an efficient Foot Comfort Service is YOUR opportunity of assisting in 
Decide now to help keep our Nation’s feet in fighting trim. 


DrSchoHs _ 
FOOT COMFORT WEEK 


JUNE 17-22 





winning the war. 


is particularly opportune this year. More attention is being given the feet than ever before. Millions of 
people are seeking foot. comfort and Foot Comfort Week will be so widely and effectively advertised 


that the foot-sore public will grasp the opportunity which this occasion offers. 


And bear in mind that Foot Comfort week is your week. It stimulates wonderfully the sale of shoes and 
other merchandise. It is the one time of the entire year when more 
than 17,000 dealers will get together for one grand public awakening. 





$1000.00 in Prizes 
For Best Window Trims 


Ist Prize. Trip to Chicago or New 
York (whichever is nearest the win- 
ner) and all expenses paid for one 
week to attend Post Graduate Course 
in Practipedics held in our classrooms. 


Big National Advertising Campaign 
Full page advertising copy will run in the leading magazines, reaching over 


15,000,000 readers. This will create a tremendous consumer demand for foot 
comfort. Electros for local newspaper “hook up” furnished free on request. 


Win a Window Trim Prize 


Study the list of prizes carefully. Decide to win one of the big ones yourself. Sittin - $100.00 in gold 
Everyone can compete—everyone has an equal opportunity. All window trim 3rd Pri : 
material furnished free. oe ‘ 50.00 in gold 

4th Prize - - 25.00 in gold 
But don’t wait. The time is short and transportation is uncertain. If you are 5th Prize - : 15.00 in gold 
not handling Dr. Scholl’s Foot Comfort Appliances and Remedies, now is the Next 10 Prizes - $10.00 each in gold 
time to get started. Send for catalog, window trim material, newspaper elec- Next 20 Prizes - 5.00 each in gold 
tros and full information. : 

A Special Prize 


of a regular $4.00 Waterman self-filling 
Fountain Pen with name of contestant 
engraved thereon will be awarded to 





The Scholl Mfg. Co. 


Largest Makers of Foot Appliances in the World 
213 W. Schiller St., Chicago 


Toronto 


Prepare Now! 


339 Broadway, New York 
London - 


each contestant whose window is not 
awarded one of the above prizes. 

















74 BOOT AND SHOE RECORDER May 25, 1918 











seville 


Ct shoes and — 









7 TheNea 
EZ Rosebud 


felt Slipper 





REMEMBER THE WORD 
“DOLGEVILLE” WHEN YOU 
THINK OF FELT SLIPPERS 


ATTRACTIVE 
PRACTICAL 
PROFITABLE 


| DOLGEVILLE FELT SHOE COMPANY 


DOLGEVILLE, N. Y. 
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Military heel still growing in popularity 


New styles in women’s shoes open big market 


EPORTS from the trade show 
that the style trend is still 
towards military heels. The demand 
is further increased for the reason 
that many women engaged in war re- 
lief work find that this heel increases 
their comfort and freedom of action. 
The military shape is especially 
well adapted to O’Sullivan’s Heels. 
This has greatly increased the num- 
ber of women who wear O’Sullivan’s. 


One way to get new business 


Here is a chance to increase your 
O’Sullivan Heel business. 


Show the O’Sullivanized military 


O’SULLIVAN RUBBER COMPANY 
New York City 


131 Hudson Street 


heel in your window display. Tell 
how it conserves energy. A little 
extra sales work on O’Sullivan’s 
will increase the volume of your 
sales in new shoes and in replace- 
ment business. 

Many of the most popular brands 
of women’s shoes are now being 
supplied with O’Sullivan’s Heels 
already attached. Ask your jobber 
about them or write direct to us. 

If you are not handling O’Sulli- 
van’s Heels, write ° 
for information on 
this profitable trade 
builder. 
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'@ The Problem on 
Rush Days and Sales 


is guick service. Trying on 
\ re) shoes takes up more time 
than anything else. Your 
Ee sales force can sell three 
. O or four times as many 
‘ lace shoes as they can 
: © any: other kind, be- 
‘ cause lace shoes im- 
\ © mediately impress 
people with their 
smart fitting quali- 


i 0 ties. 


This avoids alter- 
= ations and read- 
bas : iN: justments. Your 
' salespeople can 
handle a crowd 
quickly. Your 
cash register 
rings oftener. 
Everybody is 
happy and even 
tempered. 





But don’t have 
people coming back 
to your store with 


lets—the kind that 

“‘stay put”’ and re- 
tain their origi- 

nal color. 


al Fast Color Eyelet Co. 
. Boston, Mass. 


eee ee Sem eee Kee e sees eeseeen 
-ooceorrr= 
pose ease] 
ooo” 
ec 



































blindeyelets ripped off 

and rusty looking. See 
that the lace shoes you 
sell have Fast Color Eye. 
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IN OUR NEW FACTORY 


Z 
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We have increased facilities for producing our 
high-grade line of women’s tan boots, pumps 
and oxfords. 





tm Boot with Mouse Grey 









with aluminum plate, on = 
new boot last. etails $7.5 


Turn Pump, Countess Pattern 
in all leathers. Buckle Orna- 
ment, covered 17-8 Louis Heel. 
Retails $6 





Write for samples and prices 
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Original 
Chippewa 
Shoes 


SNAPPY LASTS 
CHOCOLATE 


IN STOCK 
Case Lots Ali Sizes 


680S. 6 in. Oak Sole, Goodyear Welt......+eseseeessseees $3.60 
680R. “ Rimex Sole, Rubber Heel........+++eeeeeee% ervee 


ORDER A CASE TODAY 


CHIPPEWA SHOE MFG. CO. 
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CHIPPEWA FALLS 
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MALBON SHOE C ail 
es _Sesten ORess 117 Lincoln st. ‘ 
Ear ICEC.BRFETTIEUUU OW WOAMMMOXWM©MCMCMKi OWN x % 
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Hotel Chelsea 


West 7 -third St., at Srenth Avenue 
EW YORK CI 

EUROPEAN PLA 400 BATHS 

Room with adjo bath, +100 and $1.50 

Room with vate bath, $2.00 
ee eo po and bath, $3.00 and upward 
Club 25c u 8; Luncheon, 50c up. 
Table tliat d’Hote Dieses, 75c up. Cafe attached 
To Reach Hotel Chelsea 


500 ROOMS 
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CORDO-TAN 


A dye that changes a faded tan or light colored calf 
shoe to a rich deep cordovan brown. 


Cordo-Tan gives a permanent color and is absolutely 
uniform. It will make money for aan Send for 50e 
trial ne with 10 cents added for parcel post— 


“ Pints, 75c; Pints, $1.50; Mag tr Sa 00; 4 Gallon, 
$5.00; Gailon, $7.50 


New York Shoe Dyeing Co. 
118 W. Broadway, New York, N. Y. 
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Z From Pennsylvania a Seventh Avenue car south to 
Y Twenty-third Stree 

Z Grand Comneat, Fourth Kvenns car south to Twenty-third ZY 
ZY Y 
Y Lackawanna Bile, Reading, Baltimore & Ohio, Jersey Y 
Cope and Lehigh Valley R. R. Stations, take Twenty- ZY 
Street crosstown car east to H Chelsea. Z 
Principal Steamship Piers foot West Twenty-third Street, Z 
take Twenty- Street crosstown car. Z 
WRITE FOR COLORED MAP OF NEW YORK Y 
ZZEBR VOW WWW WWW ‘ WS F 
ZG EPBDRYBO8 YOO WWIII B® SD, 7 F6ejFmnnt UG 66 155 6 *?°h!lh *—[—oZ 
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Be Sure to Write Us— 


before placing insurance on your stock. 
We have a policy that will give you the 
fullest protection at the lowest cost. 


MQ AQ 


FITCHBURG MUTUAL FIRE INSURANCE CO. 
FITCHBURG, MASS. 


The city of 141 diversified industries, 
99% of which are locally owned 
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; DETAILS 
of our Pi 
10-DayFreeTrial 
For Your Customers 
on the 





Combination, Adjustable 
FOOT ARCH 


Flexible Cushioned 
o-Metal 
Patd. 

As well as our in- 

troductory offer to 
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a8 Reade St. N.Y. C. <eES y 
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Are You Helping Your Country? 


A Patriotic Trim is bound to stir up Patriotism, as well 
as increase your sales by drawing attention to your windows. 
Our Patriotic papers and Novelties are exceptionally 
adapted to this purpose. 

A trial will convince you of their desirability. 

Latest booklets ready for distribution. 

Decoratives for all seasons of the year. 


TRY US!!! 


Doty & Scrimgeour Sales Co., Inc., 
74 DUANE STREET - - NEW YORK, N. Y. 
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WATERPROOF OIL GRAIN WOOD SOLE 


sole shoes to men who work in wet ” The 
‘ood sole shoes has not increased like leather soled 
Riemer Waterproof Wood Soled Boots 
and Shoes are just the thing for “‘wet 
workers.” Strictly first-class, yet lighter 
than if made of all leather. 


Our Wood is specially treated, does not get 
soggy—always dry. 





Are you selling wood 
fe Pa ts 








Buckle Shoes....... $1.85 
High Boots......... 4.00 
Steel Rails (new). 50 


A. H. RIEMER 
SHOE Co. 
Milwaukee, Wis. 
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Boston Office, 207 Essex 
St., Room 404. Chicago 
Office, Lees Building, 19 
South Wells St. New York 
Office, Marbridge Build- 
ing, 1328 Broadway. 


HUUNTTOGOOUEUEOAUONAUAUANEUUAVOOAASEOAEAOEOATAALUUL tr 














z 














— 


PUDAUUV ANSGAR ATA 





UU 





Rees 





Seen 


Br 


x oy, ss 
Sessectere 
es 


uy 


The Shoe the Kiddies 
Like the Most 


A Household Word from 
Coast to Coast 





HE Billiken shoe is the great- 
est success ever developed 
in Children’s footwear, and 

once it becomes known in your 
vicinity that you are agents for 
these epoch-making shoes, your 
store will become the center. of in- 
terest to every kiddie in your 


vicinity. 


Write or wire today for Salesman 


or Billiken Booklet. 
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“ORDER NOW” 


“Coast Line” Bathing Shoes 


Most attractive styles. 
Prices and terms right. 
Samples can be 
seen at 





















and prices direct to 
the Worcester office 
will have immediate 
attention. 














The Wiley "Bickford Sweet Co. 


Factories at 


Worcester, Mass. Hartford, Conn. 





TT 


McElroy-Sloan 
pwr > Shoe Co. 


tes St. Louis, Mo. 
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__HOTEL___ 
| EBSSex 7 


DAVID REED, MGR. 


In all matters of service, the highest 
standard is maintained. 


Towering high above surrounding 
buildings, the Hotel Essex stands in 
a commanding position commercially 
and gains your favor on sight. 


Opposite South 
Terminal Station. 


MASS. 
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SHOE LACES 


_In Blind Eyelet and Flat Tubular 


LL ig 





10 Fast Color Shades 
SEE-BEE PREMO 
CONICAL-TIP CORRUGATED TIP 


27 to 90 inch Lengths 
For Immediate Delivery 


Distributors 


Empire Shoe Findings C 
"tis Dane St, Rew fo 


Maaufacturers 


Crescent Braid Co. 
Previdence R. I. 


Radium 
Spot Remover 


DI 
PRODUCTS 


REGISTERED 


Cleans and removes all dirt and grease from 
leather or fabric without injury to cloth, color or 
leather. 


The RADIUM DYE COMPANY, Inc. 
KANSAS CITY, MO. 














Ty 
~ 


A POPULAR NUMBER 


IN STOCK 









Women’s light gray kid, flexible 
McKay sewed, heavy leather 
sock, covered half Louis heel, gay gE 
with aluminum plate. High Boye 

grade, A to D, 2% to 8. 


$4.50 


122-124 Duane 
KC cUM/pbell, xew vous. errs 


Style 7042 








600 pa 
400 Baths 





| HOTEL MARTINIQUE 


Broadway, 32d St., New York 

One Block 2 See 
lly Conyenient for Amuse- 

=i Shopping or Business 


157 Pleasant Rooms, with 
Private Bath 


Peer. $2.50 Per Day 

' } 257 Excellent Rooms, 

{ Private Bath, facing 
sou exposure 
$3.00 Per Day 


Also Attractive Rooms from 
$1.50 


with 
street, 


The Restaurant Frices Are 
Mest Moderate 

















| Traugott Schmidt & Sons 222% 


NON-CROCKABLE LININGS 


Will not stain the hosiery. Samples of 
New Shades sent upon request 
= 


Gallup & Mesie, 145 South Street 
Rochester 
Trostel Leather Co., 22 Andrews St. 
San Francisco 
N. W. & A. L. Friedman, 
717 Market Street 
























Cincinnati: 
Duttenhofer Bldg., 









Fees 533 Sycamore St.g 














Bancroft Walker aii ole 


famous fer CLEAN shoes 





















O UR Salesmen are out with the full line 
of our Fall samples. Place your or- 
ders Now for Early delivery. 


Welts——Turns———McKays 


W. T. HOLMES CO. 


PHILADELPHIA 





Ui iii 









100 READE STREET 
NEW YORK, N. Y. 


Our famous Play Oxfords 


No. 208—Tan Lotus, Oak 
Sole, Keller-Rhodes 


Process. 


WaITE FOR 
CATALOGUE 
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Beechwood Numbers Are 
Popular This Summer 
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BEECHWOOD-—the silky, lustrous, 
leather-like white shoe cloth em- 
bodies all the attractiveness that 
appeals to the feminine fancy. 


A distinctive feature of BEECHWOOD 
is our original method of white back- 
ing. It eliminates all chance of dis- 
coloration common where colored back- 
ing is used. 


Assure your customers the maximum 
of style, appearance and durability by 
ordering BEECHWOOD numbers from 


your manufacturer today. 


A Caution—For your own protection and your customers’, warn them 
against the use of cleansers containing bleaching acids. They will rot 
or burn ANY cotton shoe cloth. 











9 Spruce St., New York City 
Boston Montreal, Canada 








J. EINSTEIN, Inc. 


Buenos Aires, Arg. _ Sao Paulo, Brazil 


St. Louis 
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News in Shoe Markets 


and. Merchandising, 
ments im America’s Shoe Centers 
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New York City 


’ THE DRESSING 
OUTLOOK 


Brown Creams 


Selling Well 


Emil Unger, who is in charge of 
New York territory for the Ameri- 
can Shoe Polish Co., reports that 
immediate orders are quite satisfac- 
tory and that indications for the 
Fall season are exceptionally prom- 
ising. He is looking for a very 
heavy demand for brown dressings. 
This particularly applies to brown 
cream. The popularity of the cream 
stocks has been a marked feature of 
the past year, and in the case of 
brown and tan leathers, since this 
replaces the combination dressing, 
serving as both a cleaner and a pol- 
isher. 


ANOTHER 
DEFENDER 


Metzner Joins 
the Service 


Edward L. Metzner, an official of 
the Duane Shoe Co., has relin- 
quished his activities with that con- 
cern and is now in the service. He 
was ordered to Camp Lee, Virginia, 


last week as a member of the Camp 
Medical Supply Depot at that point 
under the control of the Army Med- 
ical Corps. 


The Posner Business 


in Good Shape 


The manufacturing house of Dr. 
A. Posner reports its lines of men’s 
and children’s footwear aré going 
out very rapidly. Conditions at the 
factory, while moderately satisfac- 
tory, scarcely permit of an output 
that will meet the very heavy de- 
mand on stock together. The draft 
has taken away about ten per cent 
of the factory operatives, but they 
have been fortunate enough to re- 
place them. Consequently the out- 
put is not seriously reduced. Mr. 
Posner said that the action of the 
house in reducing prices in October 
when favorable market conditions 
for leather prevailed, has made the 
friendship of their customers very 
much stronger, and even with a 
possibility of advances caused by 
the increased prices of material, the 
trade will know that this is an un- 
avoidable condition and will be 
more readily inclined to accept it 
without protest. 


Philadelphia 


SHORTAGE OF LABOR 
AND MATERIAL 


May Interfere with 
Full Filling of Orders 


The salesmen of J. Edwards & 
Co. have about completed their sell- 
ing work for the Fall season, having 
disposed of their allotments and the 
customers of the house will get as 
much stock as possible. This means 
that while they have been restricted 


in the amount that they could place 
on order, there is as much assurance 
as is impossible in these uncertain 
times that they will get the goods 
for which orders have been taken. 
This is all contingent on whether 
or not materials are tied up the way 
linings have been tied up. On the 
whole, Mr. Parrot, when comment- 
ing on this situation, said that they 
are hoping for at least 60 per cent 
of their normal output for the Fall 
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season. Difficulty in obtaining help 
as well as materials will probably 
prevent the showing being much 
better than this. 


MARY JANE 
SANDALS 


Selling Well in 
Patent Leathers 


Weimer, Wright & Watkin find 
that immediate trade is very active, 
particularly on their lines of Mary 
Jane sandals in patent leather. The 
factory is operating to the limit of 
its present capacity on immediate 
goods, low cuts, pumps and oxfords, 
constituting the bulk of the work. 

All of the men of the house are 
now out on the road with their lines 
of Fall goods and orders are coming 
in to the house in such quantities 
as to indicate that the Fall season 
will be quite as active as they 
would have it. 


WHITE SHOES 
AND SUMMER GOODS 


Steadily Going to 
the Retail Trade 

The demand for white footwear is 
showing evidences of increased ac- 
tivity at the store of W. T. Holmes 
Co., and the orders are being taken 
care of promptly. Mr. Holmes said 
that they are looking for a particu- 
larly strong sale of white fabric 
shoes. The white fabric shoe makes 
an excellent appearance and will 
give satisfactory wear, and yet may 
be sold at a price that is not pro- 
hibitive. For this reason he antici- 
pates there will be a very strong 
demand for white canvas shoes as 
the season advances. 


TRADE FACING 
PRODUCTION PROBLEMS 


And Not Pushing Heavily 
for Fall Orders 


The present demand noted by 
W. H. Durell & Son is for low shoes 
and oxfords, but their stock of these 
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IS AT YOUR SERVICE 
THE STETSON SHOE CO. 











SoutH WEYMOUTH,MASS. 











HENRY LILLY CO. 
88-90 Reade Street - New York 


The Only Exclusive 
Shoe Auction House 


















gee W™ SUMNER SMITH 
yy 326 W.MONROE ST. 











MONITOR SHOE CO. 
66-68 Reade St. 
New York, - - N.Y 
















_ iin of © 


Childrens 


urn 








SOFT SOLES 


A wonderful line 
for the Wholesaler 


All leather 3.25 up 
Canvas...2.75 up 


Nu Baby Shoe Co. 
E. Lyan, Mass. 











SYSTEMS IN SHOE 
STORES 


Equipment, accessories, specialties ; 
what to use and where to get it, 
is.a part of “Recorder” service to 
merchants. 
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is now reduced considerably and 
will not be renewed this season. As 
a matter of fact, they are bringing 
in Fall stocks now in order to take 
care of the Fall shipments, which 
will go out in the somewhat near 
future. As for the volume of busi- 
ness for the coming season, Mr. 
Durell said that it is largely unsolic- 
ited and they are not making any 
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great effort in selling, this due to 
the fact that the demand from cus- 
tomers will be very heavy and they 
in common with everyone else are 
facing problems of production 
which disinclines them to take on 
any volume of new business, their 
object being largely to serve to the 
best of their ability the customers 
they already have. 


Rochester 


CURTAILED 
PRODUCTION 


And Higher 
Prices Predicted 


At Williams, Hoyt & Company, 
shoe manufacturers, it was said that 
business is in a very healthy condi- 
tion. An officer of the firm predicts 
that prices next season will be ma- 
terially higher than those prevailing 
today. Production is curtailed by 
the shortage of labor and the scarc- 
ity of some lines of materials. 


p i ,_ i 
CLEVER ADVERTISING 


By a Rochester Firm 
on a Special Shoe 


Gould, Lee & Webster Company 
urge that the large volume of busi- 
ness done by it means better prices 
to the shoe buying public of 
Rochester. 

“Test the buying power of your 
shoe money at Gould’s,” the com- 
pany urges. “You will find that this 
store of famous shoes always gives 
reliable footwear of correct style at 
the lowest possible prices.” 

The company is featuring the 
“Dryad,” a Queen Quality pump. 
The company’s description of the 
pump states that “it has a decora- 
tive foxing and the long forepart 
ends in the suggestion of a tongue, 
giving a most pleasing effect. The 
Dryad fits so snugly at the heel 
that there is no chance of its gaping 
at the side. It may be had in 
patent leather, mahogany or dull 
calfskin.” 


SHERWOOD HAS A 
BASEBALL TEAM 


In the Rochester 
Industrial League 


Frederick A. Sherwood, George 
E. Woodcock and Charles Winslow 
Smith of the Sherwood Shoe Com- 
pany, took part last Saturday in 
an immense parade that preceded 


the initial games of the Industrial 
Baseball League of Rochester. The 
Sherwood Company has a team en- 
tered in the league. It is the only 
Rochester shoe factory represented 
in the league. A number of aides 
were appointed to assist the mar- 
shals of the parade. The aids 
from the Sherwood Company were 
Freda Ellwanger, Margaret Roger, 
Gertrude Augustine and Jennie 
O’Connor. 


LIBERTY LOAN 
PRIZE CUPS 


Won by Sherwood Shoe Co. 
and John Kelly 


The Sherwood Shoe Company 
wins the first prize cup of the shoe 
manufacturers’ division in the third 
Liberty Loan. The Sherwood Com- 
pany won the cup in the first loan 
and has retained it in all three con- 
tests. The contest was open to 
manufacturers employing 100 per- 
sons or more and the award was 
based on the largest percentage of 
employees purchasing bonds. The 
Sherwood Company’s percentage is 
91% per cent. It was largely 
through the work of the officers of 
the company that the cup was 
retained. 


The second prize cup was awarded 
to John Kelly, Inc., with a per- 
centage of 86. Honorable mention 
is given to E. P. Reed & Company’s 
employees, winner of the second 
prize cup with a 73 per cent sub- 
scription in the first Loan campaign, 
who turned in an 80 per cent sub- 
scription in the Third Liberty Loan. 
The Newcomb-Anderson Company 
and the Utz & Dunn Company had 
large percentages. The work of 
checking the subscriptions to the 
Third Liberty Loan proved a stu- 
pendous task. There were more 
than 101,000 individual subscribers 
in Rochester. The population of the 
city is estimated at 300,000. 
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HARRY SMITH 
A SUICIDE 


Despondency Pronounced 
the Cause 


Despondent after a long illness, 
Harry S. Smith, a well known shoe 
merchant of No. 101 Main street 
west, committed suicide by shooting 
himself on May 16th at the home of 
his brother, James E. Smith, in 
Brighton. Coroner Thomas A. Kil- 
lip wrote a certificate of death by 
suicide while despondent. Mr. 
Smith had been ill for some time 
and despondent for the last two 
months, and had been under the 


Pacific 


THE SHOE TRADE 


Did Nobly on 
Liberty Loan 


Boot and shoe firms of San Fran- 
cisco made a good showing in the 
Liberty Loan drive. Among those 
who were.on the Committee of One 
Thousand were the following well- 
known shoe men: C. H. Dibble, 
Hale’s Department Store; Mark 
Sommer, Sommer & Kaufman; T. 
D. Edwards, manager of the Kear- 
ney Street C. H. Baker store; Har- 
old Katschinski, Philadelphia Shoe 
Store, and H. A. Ballentine, Regal 
Shoe Company. A number of the 
stores are floating the 100 per cent 
subscription flags, and those which 
could not show a perfect score as 
far as the number of subscriptions 
was concerned, made up for the 
lack in the amount of money sub- 
scribed. San Francisco over-sub- 
scribed its $21,000,000 quota by 
$23,112,900. ‘The returns to date 
have boosted the city’s quota to $61,- 
000,000, and members of the Patri- 
otic Committee are confident that 
the final count will go still higher. 


WALKOVER STORE 


Will Have Elegant 
New Quarters 


W. R. Werner, of the Walkover 
shoe store, accompanied by his wife, 
is touring the Yosemite Valley in his 
Cadillac. The store will move to 
new quarters in the Flood Building 
about the first of July, and will have 
twice the present space, and all de- 
partments will be on one floor. The 
alterations will cost about $20,000. 
Everyone connected with the store 
subscribed to the Third Liberty 
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care of a physician. For the last 
thirty years he had conducted a 
shoe store at No. 101 Main street 
west, and occupied a suite of rooms 
above the store, but for some weeks 
he had been staying with his 
brother. Early Thursday morning 
he went for a walk, and a short 
time later the brother found him 
dead, about 300 feet from the house. 
He had shot himself with a revolver. 
Mr. Smith was born in England and 
came to this country when eight 
years old. He leaves his brother, 
James, and two sisters, Mrs. Eliza- 
beth McDowell and Mrs. Lansing 
Egleston. He was 50 years old. 


Coast 


Loan, and the amount collected was 
$1750. The last employee to leave 
the store’s force for military train- 
ing was G. T. Luippold, making 13 
in all since the first of the year. 


POLMER’S NEW STORE 


Elegantly Equipped 
and Furnished 


H. J. Polmer bought out the Star 
Boot Shop and opened up his new 
business at 884 Market Street April 
20. On the opening day the store 
was flooded with flowers from the 
many friends of the firm. 

Mr. Polmer, president and general 
manager, is making the Stonefield- 
Evans shoe the strongest line. Only 
gentlemen’s shoes are handled, and 
the prices range from $5 to $9. The 
outfitting of the entire shop is in 
solid mahogany, with Venetian glass 
trimmings, and the stock is so ar- 
ranged that there is no necessity for 
ladders, thus saving time in waiting 
on customers. The floors are in tile, 
and the furnishings in blue and gold. 
About $30,000 was spent altogether 
on the interior finishing. 


OXFORD STYLES 


Selling with 
Remarkable Activity 


A. J. Hildebrandt, manager of The 
Royal shoe store, says that never 
has he known a style to jump so 
rapidly into popularity as six-eyelet 
oxfords, and he predicts a heavy 
season in the cocoa brown and ma- 
hoganies. The company has com- 
pleted alterations on its Oakland 
store, corner of 13th and Washing- 
ton Streets, and has opened up its 
fifth store, which is located at 923 
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“Pp. J. Harney Shoe Co. 


Factory, Lynn, Mass. 


Boston Office 
183 Essex Street 











Tober-Saifer Shoe Co. 
Creators of Novelty Shoes 
Oxfords and Pumps 

In Stock Ready to Ship 
Also Nifty Boots in All Lead- 


ing Shades 
Write for Samples 








The House of Service 


1312 2 econo Av., St. Louis, Mo. 
Novelty Footwear 
IN STOCK 


In Narrow Widths 


VINSONHALER SHOE CO., 
1211 Washington Ave., St. Louis 











Govt 


Women’s McKay and Welt Shoes, Stylish 
S all times and values that stand alone 
t their prices. 


Gutter Shoe Co. - - Lynn, Mass. 
B Sal » 212‘Essex St. 














1508 WASHINGTON AVE. 
8t. Louis, Mo. 


Novelties in Stock 
For At Once Shipment 








The Easiest Selling House Shoes 


9 
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wa ‘and. 
Stock Turns 


wu COMFORT = 
Lane Brothers Co. arian. Ave. Boston 








W.C. Cushman & Co. 


WOMEN’S WELT AND McKAY 
SPECIALTY SHOES 
ON THE FLOOR—READY TO SHIP 


403 Albany | Bld., Boston 


New York Office, Duane St., Room 32 











The pes of rey Styles 


‘TIMSON W BROS. Ine Ine, 























The Proper Dress- 
ing for Every Shoe 


Griffin Mfg. Co., Inc. 


67-69 Murray St. 
New York 




















High Quality Shoe 
Laces for the Manu- 
facturing Trade. 
Write for Samples 
and Prices. 


J.& B.SALES CO. 
470 Park Ave. 
Worcester - - Mass. 











“UP TO THE MINUTE” 


Slipper Bows, 
Ornaments, Buckles, etc. 


D. T. DUDLEY & CO. 


66 Washington St. Haverhill, Mass. 
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throughout deutn Amer icric&@ means “ 
goods are the best of their kind for the 
South American market.”’ 


CASH PAID 


for shoe stores or surplus stocks of shoes 

or for other merchandise. Leases taken 

over. We will send a representative to 

investigate and make offer upon request. 

Max Kalter Mercantile Co. 

100-102-104 Grand St. New York City 
Phone Spring 9418 


























REE IEE BPE ICE CENT CEG ES 
{ALSO ENTIRE RETA OR WHOLESALE STOCKS) 











We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

Quantity no object. 

For 30 years our specialty. 

Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FR = Lae egy Proprietor 
0 Broadw: Brooklyn 

‘Phone 222R “Wulaeiare 
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Market Street. Mr. Rosenbaum has 
been placed in charge. 


Personal 
Brevities 

W. A. Innes of the Innes Shoe 
Company, 612 South Broadway, Los 
Angeles, has been elected a director 
of the Citizens’ Trust and Savings 
Bank of that city. 
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D. Marx has returned from his 
trip to the Eastern factories, where 
he purchased stock for the next sea- 
son for the four Rosenthal shoe 
stores. 


The Philadelphia Shoe Store lost 
five employees through the last draft 
and fourteen girls are being trained 
to take the places of the men who 
have left since the first of the year. 


St Louis 


RETAIL 
CONVENTION 


Plans Being 
Perfected 


General Chairman Joseph Sensen- 
brenner of the committees in charge 
of the preparations for the National 
Shoe Retailers’ Association Conven- 
tion next January has been in New 
York this week in attendance upon 
the session of the national directors. 
Mr. Sensenbrenner went fortified 
with plans of the Hotel Statler, the 
convention hotel, and the three floors 
which will be utilized for exhibits 
and similar purposes. The conven- 
tion proper will be held on the top 
floor, and the exhibit and other quar- 
ters will be on the mezzanine, first 
and second floors. While the perma- 
nent plans for the exhibit spaces 
have not been adopted, the applica- 
tions being received for space are 
being filed in order of receipt, and 
will be allotted on that basis when 
the final plans are approved. All 
the committees for the management 
of the different features of the con- 
vention have been appointed and the 
consent of those named is being ob- 
tained in order that there may be 
full representation of an active char- 
acter on all working bodies. 


THE JUVENILE 
SHOE CORPORATION 


Takes Over Two 
Important Plants 


Chester F. Reith, president of the 
Kaut-Reith Shoe Company, re- 
turned last week from Beloit, where 
the final details of the turning over 
of the Foster plant were completed 
and the responsibilities therefor as- 
sumed by Mr. Reith’s new organi- 
zation, the Juvenile Shoe Corpora- 
tion of America. The last named 
company, which has been in process 
of formation with $1,000,000 capi- 
tal, was formally organized Monday 


of this week at Carthage, and all 
the details of taking over the Foster 
plant, as well as that of the Kaut- 
Reith Company, taken care of. The 
executive offices of the Juvenile Shoe 
Corporation will be in the Adver- 
tising Building, 1627 Locust St., 

St. Louis, where Mr. Reith will make 
his headquarters most of the time. 
The Beloit factory has been placed 
in the charge of George H. Brodt, 
who has been at the head of the 
factory operation at Carthage. 


SHOE REPAIR MEN 


Not Yet Able 
to Unionize 


Efforts are being made to organ- 
ize the shoe repair shop help into 
unions affiliated with the American 
Federation of Labor, but so far no 
definite action has been accom- 
plished, although there is still con- 
siderable unrest among the help of 
the various repair plants of the city. 
A definite schedule of hours and 
wages has been under consideration 
but the shops in the outlying dis- 
tricts of the city have not been 
brought into line so nearly as have 
those in the downtown section. 


DeHaan to Go 
Back East 


Secretary D. H. DeHaan, of the 
Boyd-Welsh Shoe Co., manufac- 
turers of specialty shoes, is prepar- 
ing to return east, whence he came to 
St. Louis, having resigned his po- 
sition with the company. His ac- 
tivities with the company have borne 
their share in the success of the or- 
ganization, but Mr. DeHaan prefers 
the East to the West. 


Tanning Plant to 
Be Operated 


The Missouri Tanning Company’s 
plant is going through a complete 
renovation and overhauling, in order 
that it may be put into operation 
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as an addition to the capacity of the 
California Tanning Co., which has 
acquired the plant following the 
death of H. E. Engelsmann, who 
formerly owned it. The California 
Tanning Company has been manu- 
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facturing latigo leather for the 
United States Government and has 
received new orders which required 
additional capacity. The combined 
capacity of the two plants will be 
about 500 sides daily. 


Chicago 


FOOT COMFORT 
WEEK 


Plans for Even Larger 
Success Than Last Year 


Special weeks for drives have been 
found advantageous for business. 
Straw hat week helped the head- 
wear business last spring, and this 
and High Shoe Week and Low Shoe 
Week have made good trade for 
the footwear dealers. 

Last year Foot Comfort Week 
was exploited by the many shoe deal- 
ers who carried in their sundries 
department the foot specialties and 
orthopedic appliances manufactured 
by the Scholl Manufacturing Co. of 
Chicago. The plan was well worked 
out, and the company by means of 


national advertising and the distri- 
bution of very gorgeous and effec- 
tive window display material, and 
in other ways, co-operating with 
the shoe merchants. Meanwhile 
some good work by lecturers before 
large bodies of employees in indus- 
trial establishments, such as the Na- 
tional Cash Register Co. and the U. 
S. Steel Co., and in department 
stores and schools. 

The consequence was a deal of 
publicity given the matter of foot 
comfort in many parts of the coun- 
try, and this redounded to the profit 
of dealers in these appliances. As 
a consequence the Scholl Manufac- 
turing Co. is planning an even more 
elaborate program for Foot Com- 
fort Week, June 17 to 22, this year. 


Cincinnati 


Sudden Death of 
J. Albert Manss 


J. Albert Manss, president and 
treasurer of Manss-Owens Shoe 
Mfg. Co., died suddenly Monday 
night, May 20. He had been in 
poor health for several years. He 
told his friends, when he left the 
factory Saturday, that he expected 
to return in a few days. Manss- 
Owens Co. will continue business as 
usual, under the management of 
Frank Owens, ‘Vice-president and 
general manager of the company. 
Mr. Manss ‘is survived by a widow 
and two children. 


BOOT AND SHOE TRADE 
VARYING OPINIONS 


From Different Branches 
of the Trade 


Manufacturers say that business 
is still coming into them on advance 
orders from shoe dealers in good 
volume. Their traveling men are 
covering the small towns and the 
smaller shoe dealers. These are 
buying their usual quota, but show 
no evidence of a buying panic, in- 
dications of which have been seen 


from time to time during the past 
few weeks among shoe dealers in the 
large cities. 

Several of the larger manufactur- 
ers say that they will curtail their 
selling season several weeks by call- 
ing their men in off the road sooner 
than usual, which means that they 
have sold up the capacity of their 
plants for the fall run. 

Their chief problem is the getting 
of sufficient labor and the holding 
together of their organizations to 
cope with the demand from shoe 
dealers for shoes. Several claim 
that a shortage of labor prevents 
them from operating their plants at 
full capacity. This is the manufac- 
turers’ side. 


Shoe Merchants 
Claim Shoes Plentiful 


The large shoe merchants in vari- 
ous sections of the country, inter- 
viewed during the past two weeks, 
claim that they can get all the shoes 
that they want from the manufac- 
turers, and that there seems to be 
a concerted move on the part of the 
manufacturers as a whole through- 
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ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade. 
201 South Street, Boston, Mass. 
Telephone Beach 4960—4961. 








CATALOGUES 


HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 








“A Splendidly Equipped Plant” 
The HARVARD 
ENGRAVING CO. 


MAKERS OF HIGHEST GRADE 
Shoe Cuts for Advertising and Catalog Purposes 


at 173 Summer St., Boston 








SHOE ILLUSTRATORS 
Cc. GRIECO 


COMMERCIAL ART CO. 
179 W. Washington Street, 
CHICAGO 








ARE YOU GETTING 
CATALOG? — 


LET US MAKE THE SHOE 
ENGRAVINGS 
WE ARE EXPERTS! 


JOURNAL ENGRAVING CO. 
257 WASHINGTON ST., BOSTON 











peti 
SHOF ILLUSTRATOR of the odvertiser+ 


tol Smee orron mass.” 











FOR RETAIL 


AD CUTS stor stores 


Prompt stock service at minimum cost 
shown in merchandising service pages 
in this issue of the 
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Oxford Laces 


in stock 
~OUR WINNER 


“PERFECTION se gs 
GLISH” ROUND LACE || & 


ial Ao eye 
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Some of the colors: 


Mahogany, Hazel, Cordovan, Seal, Tony Red, Drab, Gray, Dove Gray, Mouse, 
Champagne. 


“Falry Tip” Tubular Laces 





Popular narrow tubular lace with fairy tip. All lengths, and in the latest colors. 


C. A. Browning Co. 
Boston 30 Franklin St. Mass. 


27 inches We have short lengths 30 inches 








“BAYNE” 





CHARMING 
A shoe. One to 

please the most 
particular. Cordo calf 
bal. Imitation wing 
tip. 13¢-inch heel, 9- 
iron sole. 


Ne. 852 READY 
TO SHIP— 
WIDTHS AA TO D 
SIZES 2 TO 8 
PRICE $5.50 


THE PRESTON B. KEITH SHOE COMPANY 


Boston Ofice BROCKTON (Campello Sta.) MASS. Barclay. Building 


207 Essex Street 
‘oom 207 f Room 415 
N. B.—Interest yourself in Unlocked Process Shoes 299 Broadway 
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out the country to make the shoe 
buyers feel that unless they buy fast 


BOOT AND SHOE RECORDER 


and in quantity they will not be able 
to get shoes when needed for fall. 


North West 


TO ELIMINATE 
THE FLY-BY-NIGHT 


Stock Selling 
Nuisance 

The Minneapolis Retail Credit 
Association is sponsoring a move- 
ment which if acted upon favorably 
by the Public Safety Commission 
will not only serve as a check upon 
the movement of spies, slackers and 
others of that ilk, but will at the 
same time be a factor in controlling 
credits and aiding collections. 

A request is to be presented to the 
commission that they issue an order 
requiring every drayman, transfer 
company and storage concern to re- 
port to the license department of 
local police departments in all cities 
of the state the name, former and 
new address of all parties whose 
goods they move or place in storage. 
It is suggested that these reports 
shall be filed within twenty-four 
hours of the time the service is ren- 
dered. Active support of all organi- 
zations of retail merchants is being 


asked. 


SENSIBLE POLICY 


In Selling 
Patent Leathers 

Sold as style merchandise purely, 
the purchaser advised by the sales- 
man at time of fitting that they are 
perishable goods which are not cal- 
culated for wear, the brown patent 
oxford is a desirable shoe for the 
retailer having the right class of 
trade, according to C. M. Stendal. 
“Every salesman on our floor is in- 
structed to tell the customer when 
she selects shoes of this type that 
they are sold merely on their style 
attributes,” said Mr. Stendal. 
“Handled in this way, the customer 
assumes the risk which obviously 
attaches to footwear of this type. 
Complaints are largely eliminated 


right at the outset and this class of 
goods is selling very freely.” Proof 
of which was afforded by the several 
pairs fitted and purchased during 
the half hour the “Recorder” repre- 
sentative stood at Mr. Stendal’s 
desk chatting with him regarding the 
trend of local shoe trade. 


LOCAL FACTORIES 
SOLD TO CAPACITY 


And Salesmen 
Called In 


Owing to inability to make de- 
liveries and the uncertainties regard- 
ing the future trade of footwear, 
several roadmen calling on the local 
trade have been called in by their 
respective factories. Some other 
manufacturers have served notice on 
dealers that orders already booked 
are sufficient to care for the output 
of the factories for some time to 
come, and that no further business 
can be entered until this situation is 
relieved. Shoemen with orders 
which were placed early and on 
which deliveries have commenced 
are congratulating themselves upon 
their foresightedness. 


THE STICKLES 
FACTORY 


Inspected by 
Shoe Men 


E. C. Bates of the Home Trade 
Shoe Store assumed the role of pilot 
on a recent date, taking a bunch of 
local shoe retailers to Red Wing 
via motor car, where he relinquished 
the place of host to L. D. Stickles 
of the L. D. Stickles Shoe Co. An 
inspection of the Stickles factory 
followed. Among the local dealers 
who made the Red Wing trip were 
George Roth of Donaldson’s; George 
A. Pierce, Atkinson’s; C. A. Kil- 
bourne and E. S. Bates, Dayton’s. 


ECONOMY IS THE 
COUNTER SIGN 

In Lynn Factories 
Today 


Manufacturers of Lynn are join- 
ing most heartily in the Clean-Up 


program, for bringing about war- 
time economies in the shoe trade. 
Some of them would get a step far- 
ther than this program calls for at 
the present time. Indeed, a few are 
actually going a step farther. 
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GUARANTEED 
HUB TWO YEARS 
NG Service, because the Bast of 


Materials and Highest Skilled 
Labor are Used 


BOSTON OFFICE NEW YORK OFFICE 
52 Chauncy St. 395 Broadway 








Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 











TANDARD KID 
TRUE TO ITS NAME 
IT’S STANDARDIZED 
[f>) 4Standard Kid Mfg. Co. 
== © 207 South St., Boston, Mass 






) STANDARD 
K ID 








The One 
Waterproof 
Leather that 
Takes and Re- 
tains a Polish 
Creese & Cook Co., $5cuth street 


Tanneries at Danversport 








T. W. GODSOE, Pres 
W. G. DONALD, Vice-Pres. 
. E. JONES, Treas. 


F. E. JONES COMPANY 
FANCY 


corors MAT KID 


95 South Street, Boston 








INFORMATION ‘2: 

“Where to Buy” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 











DO YOU KNOW? 


that you can buy it—or 
sell it — through the 
“Where to Buy” columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 














QUESTIONS 
ANSWERED QUICKLY 


in “Where to Buy” columns—a 
growing directory for all the trade, 
presenting answers briefly to cur- 
rent problems in merchandising. 
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THE 


| SHOE 


Stock Department Styles 
Ready for Shipment—Now 








If it is desired, samples can be submitted for your inspection upon 
request, or our salesman in your section can call with complete 
sample line and outline in detail the “Thompson” proposition. 
“Thompson Shoes” are well suited to the requirements of your 
trade as can be readily proven by a trial order on one or more of 
these Stock Styles. 
S-1539 Russia Calf, Medium S-1532 Gun Metal Bal, Mat Calf 


Shade, 8-inch Ladies’ Bal (un- Top, Classic Last, Single Sole, 
branded) Princess Last, Single 8-8 Brd. Heel............ $5.50 
Sole, 13 Brd. Military Heel. $5.50 
‘ S-1538 Tony Red Russ. Clf. Bal, 
S-1533 Brown Cordovan Bal, Rus- Classic Last, Single Sole, $-8 
sia Calf Top to Match, Classic Broad Heel $5.35 
Last, Heavy Single Sole, 8-8 Brd. inns ; 


Pea errr $6.25 (Limited Quantity.) 
We Catalogue All Stock Styles 
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Hand Of 


SHOE 


HOMPSON’ BROS. IN 


MEN’S FINE SHOEMAKERS a 
BROCKTON 
NEW YORK BOSTON CHICAGO 


1018 Flatiron Bldg. 207 Essex Street 35 South Dearborn St. 
Address all Communications to Brockton (Campello), Mass. 
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One of the leading firms of Lynn 
is advertising to the trade that every 
pair of its shoes is made according 
to the recommendations of the 
Economy Board. 

Another of the leading firms of 
Lynn is making a specialty of shoes 
cut from small skins, fine quality, 
handsome grain skins. 

The determined manager of an- 
other Lynn firm absolutely refuses 
to accept returned shoes, and last 
week sent back to a customer a lot 
of shoes which the said customer 
had returned to the factory, with 
claims for allowances. 

The head of another large firm 
reprimanded a salesman for asking 
for ten-inch boots, which a custom- 
er demanded, and he wrote to the 
customer telling him that 81% inches 
is the limit for his boots. 

A big Lynn firm is using just two 
types of cartons, no more, even 
though it makes scores of styles of 
shoes, many on special orders. 

These are just a few of the in- 
stances in which Lynn manufactur- 
ers are conforming to the new 
Clean-Up program. They look up- 
on it as a matter of self interest, 
as well as of patriotism. It is be- 
coming increasingly difficult to get 
supplies and labor with which to 
make shoes, and the only way to 
keep shops going is to practise 
economies all along the line, from 
factory to store. 


A NEW FIRM 
FITTING UP 


A Factory 
for McKays 


Rogers & Briggs, Inc., has been 
formed by A. Lee Briggs, formerly 
sales manager for A. M. Creighton 
and Forrest L. Rogers, formerly 
superintendent of the A. M. Creigh- 
ton factories. Mr. Briggs is presi- 
dent and Mr. Rogers is treasurer of 
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the concern. The new firm is fitting 
up the factory at 264-266 Broad 
Street, Lynn, for the manufacture 
of women’s high grade McKay 
shoes, and will begin manufactur- 
ing June 1. 


INSULATED SOLES 
AN EXPERIENCE 


Of a Veteran 
Shoe Man 


Everett Dunbar tells a story of 
his experience making shoes in the 
West 50 years ago, that has a moral 
for today, especially for metallic 
fastened shoes, such as are being 
made for the army. 

“When I started making shoes in 
California,” says he, “I found the 
miners wearing leg boots, whose 
soles were fastened on with a brass 
screw nail, having a chisel point, of 
sufficient length to make a strong 
clinch in the insole. These nails 
were driven one-half an inch apart 
in a single row all the way around 
the shoe, and in a double row in the 
shank. 

“The miners, walking on these 
nail studded soles, complained of 
cold, wet feet. So I made for them 
an extra insole of two layers, the 
lower layer being cut from an old 
rubber blanket, and the upper 
layer from a piece of light sole 
leather. I pasted these together, 
and placed them into the shoes, and 
the rubber kept out the cold and 
wet, and the miners no more com- 
plained of cold, wet feet. 

“Also,” concluded Mr. Dunbar, 
“T believe that the rubber insulated 
the shoes, so that electricity from 
the body would not flow through 
the nails, a good conductor, into the 
wet earth. I have a feeling that 
soldiers wearing metallic fastened 
shoes will have the same experience 
as did the miners of 50 years ago, 
unless their soles are insulated in 
some way.” 


Brockton 


MANUFACTURER 
WINS SUIT 


Quick Verdict by 
New York Jury 


Michael F. Kelley of Three-K 
Shoe Company, whose factory is in 
the neighboring town of Stoughton, 
is a good two-handed business 
scrapper when it comes to righting 
what he considers an injustice to 


his house. This was illutrated in a 
suit brought by Mr. Kelley against 
B. Levy & Son of New York, for 
the sum of $1579. It was tried in 
New York and the jury being out 
less than three minutes rendered a 
verdict in favor of the Soughton 
shoe manufacturer. In the Spring 
of 1917, Mr. Kelley sold to Levy: 
approximately $10,000 worth of 
shoes. After shipment of the first 
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lot of 10 cases, complaint was made 
against the quality. Mr. Kelley 
stopped in transit and had returned 
to the factory, a further shipment 
that had been made a day or two 
previously. He held the remainder 
of the order for inspection by Levy 
at the factory before making further 
shipments. 


Buyer Approved 
the Goods 

After correspondence in which B. 
Levy & Son sought to have the 
shoes shipped, Levy came to the 
factory and after inspecting the 
shoes approved them and all were 
shipped. Immediately following 
their receipt, Levy claimed that the 
shoes were of poor quality. He held 
the shoes subject to Mr. Kelley’s 
order. After further correspond- 
ence, several of the invoices were 
paid. In making payment for one 
shipment, five cents a pair, which 
had been charged for special top 
facings, was deducted and also six 
per cent discount taken, although 
payment was made 60 days after 
shipment, while the terms provided 
that discounts should be taken only 
in case payment was made‘ten days 
after shipment. 

The check contained a statement 
that if accepted it was to be for 
payment in full of the amount of 
the invoices it purported to pay. 
Mr. Kelley accepted the check and 
deposited it in his bank. The dis- 
count and the sum deducted for the 
alleged extra charge amounted to 
$120. Later, B. Levy & Son re- 
turned shoes to the value of $297.60, 
some of which had been worn. Mr. 
Kelley refused to accept shoes that 
were claimed to have been damaged 
and of poor quality. He brought 
suit for the full amount of the un- 
paid invoice, also the $120 that had 
been deducted. In regard to the 
acceptance of the check, the judge 
instructed the jury as follows: “If 
you owe me $100 and send me a 
check for $80, with words written 
‘In full of account’ on the check, 
you still owe me $20.” Mr. Kelley 
has received many congratulations 
on having the courage to take up the 
matter. 


WHY NOT SELL 
BLACK SHOES? 


Opinion of a Member 
of Local Trade 


A representative of one of Brock- 
ton’s large shoe manufacturing con- 
cerns who recently returned from a 
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Sterling 
Americans 


7) __HENRY-WADSWORTH-LONGFELLOW 
69) Born Feb.27,1807-DiedMarch 24,1882 
Eminent-American: Poet 
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“Let Us, Then, Be Up and Doing, with a Heart for Any Fate” 


Longfellow, Sterling American and world-poet, ‘expressed the spirit of 
American Civilization. He sketched in vivid narrative verse its early history 
and its traditions, and voiced the true spirit of liberty and progress. He was 
a popularizer of ideals that have become part of American character— 
courage, honesty and patriotism and love of fair play. 


These also are the characteristics which have produced quality and depend- 
ableness in Sterling Patent Colt and Sterling Patent Kid —the celebrated 
shiny leathers which are so great an asset to every shoe retailer and 
manufacturer. 


Sterlitiq’ Golt SterliagKin 


BRISTOL PATENT LEATHER COMPANY, BOSTON, MASSACHUSETTS 
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brief business visit in the Middle 
Western cities says: “About all a 
salesman needs to take out with him 
-just now in calling on the trade are 
a few shoes made of cocoa brown 
or similar shades of leather. In 
short, these are all the trade wants. 
Black shoes are a drug in the mar- 
ket. Yet there is no reason in the 
world why shoe dealers shouldn’t 
sell black shoes as readily as col- 
ored footwear. They could do it if 
they would make a concerted and 
determined effort in that direction. 


Chance for 
“Get-Together” Action 

“Tt’s easy to sell a man an article 
he wants. That’s the reason col- 
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ored shoes are going strong and 
that black shoes are neglected. If 
every shoe merchant in a town 
should resolve to talk black shoes to 
his customers, it would be only a 
question of a short time when he 
would be getting rid of his black 
footwear. If a man went from 
store to store in search of colored 
shoes and was met in every place 
with the talk of black shoes, he 
would soon switch his buying plans. 
I believe the “Recorder” can do 
some work along this line which 
will benefit every retail shoe dealer 
who has large stocks of black shoes 
on hand. That includes, I believe, 
a majority of shoe merchants in all 
parts of the country.” 


Haverhill 


MANUFACTURERS’ 
ASSOCIATION PROSPERS 


Increased Membership 
This Year 


Haverhill Shoe Manufacturers’ 
Association is flourishing. Its mem- 
bership includes practically all the 
older shoe manufacturing concerns 
and a considerable proportion of 
the younger ones. As Haverhill is 
primarily a city of young shoe man- 
ufacturers, this has an important 
bearing upon the prosperity of the 
association. Under the efficient ad- 
ministration of President George 
W. Dobbins and the excellent work 
accomplished by Secretary Albert 
M. Child, the Haverhill Shoe Man- 
ufacturers’ Association is making a 
new record as regards benefits to 
its members and the furtherance of 
the city’s principal industry. 


TO MAKE WELTS 
EXCLUSIVELY 


Discontinuance of 
McKay Line 

Whitcomb Shoe Co., manufac- 
turers of men’s footwear, has dis- 
continued McKays and will in fu- 
ture devote itself to the production 
of men’s welts. 


OPEN NEW 
FACTORY 


Women’s Shoes Made 
in Neighboring Town 

F. E. Adams Shoe Co., manufac- 
turers of women’s high grade turn 
footwear, has established a factory 
in the neighboring town of Sea- 


brook, N. H., where its best grade 
lines of women’s shoes will be pro- 
duced. 


SEND-OFF FOR SHOE 
WORKER SOLDIERS 


Plan Developed in 
Local Factory 


The many departures of young 
men from Haverhill factories to 
serve in Uncle Sam’s army or navy 
has led to the organization of “send- 
off” clubs in the various manufac- 
turing establishments. One of the 
first of these, the Rickard Patriotic 
Club, was organized in the factory 
of the Rickard Shoe Company. 
This club was organized for the’ pur- 
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pose of encouraging men from the 
Rickard plant who are in the 
United States service. This will be 
followed by similar clubs in other 
Haverhill factories. 


SHOE MAN 
A CAPTAIN 


Honor for Member 
of Local Concern ; 
Frederick P. Liberty, of Liberty- 
Durgin, Inc., has been made captain 
in the ordnance manufacturing de- 
partment of the United States Gov- 
ernment. The concern of which he 
is at the head, formerly well-known 
shoe manufacturers in this city, is 
now engaged in the extensive pro- 
duction of haversacks, canteen cov- 
ers and similar goods for the army. 


OPPORTUNITIES FOR 
HAVERHILL FACTORIES 


Many Openings for 
Government Work 


Representative William F. French, 
of the Massachusetts State J.egisla- 
ture, is authority for the statement 
that Haverhill has splendid oppor- 
tunities at present for extensive 
business contracts from the United 
States government. Mr. French, in 
a communication sent from Wash- 
ington to this city, says that Haver- 
hill’s industrial activities are right 
in line with the kind of products that 
the government desires, adding that 
Haverhill’s business men who can 
show the government that they can 
produce the goods and finance the 
plant will be considered by the 
government. 


Boston 


ANNUAL 
REPORT 


Shows Decreased 
U.S. M.C. Earnings 


E. P. Brown, president of United 
Shoe Machinery Co., submitted his 
annual report at the meeting of 
Company. He said that the civilian 
demand for high grade shoes was 
less active the past year. Retailers 
laid in heavy stocks two years ago 
in anticipation of higher prices. Now 
there are indications that surplus 
stocks are being depleted. 

“When war was declared against 
Germany,” said Mr. Brown, “the 
shoe industry was in a state of pre- 
paredness. There has never been 


an hour when the progress of our 
arms has been impeded through the 
inability of our government to ob- 
tain footwear so vital to the equip- 
ment of our troops.” 

Mr. Brown, also the Company, 
anticipated the Pershing shoe, and 
provided machinery for making it. 
Also it has provided machinery and 
supplies for making footwear for 
the Allies. 

There are now in the U. S. army 
690 United Shoe Machinery boys, 
and about 1000 others subject to 
the draft. From the Canadian of- 
fice 50 men have gone, and from the 
British, French and Italian depart- 
ments, 1400. 

(Continued on page 93) 
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EXPECTED 
LEGISLATION 


Complicates the 
Situation 


There is a deal of uncertainty 
pervading the leather market, and 
this extends’ from one end to the 
other. Each day or so news comes 
from Washington of rulings regard- 
ing restrictions of sales, or of pur- 
chases, prohibition of exports, 


priority of kinds needed for Govern- 


ment contracts, extension of the 
lists on which maximum prices are 
or will be fixed, all this to such an 
extent that neither buyers nor sell- 
ers know just where they stand. But 
this does not prevent shoe manufac- 
turers from buying, for they feel 
certain that the market is to go 
higher, and stock to be scarcer in 
the future, and that it is excellent 
policy to buy at this time all they 
will have need of for their fall cam- 


paign. 


Finer Qualities 
In Best Demand 


Naturally, with such demand, 
prices are very firm, and, in many 
cases, are advancing. Desirable 
leathers are in very heavy demand, 
though it is surprising that the 
cheaper leathers, ordinarily used in 
low-grade shoes, are not only plenti- 
ful, but practically uncalled for. 
Much of this stock was expected to 
have been sold to a large English 
buyer, but up to a week ago the re- 
port was that he had bought but 
little, either because of the terms he 
was authorized by his principals to 
make for payment, or because of the 
uncertainty of securing either cargo 
space, or license to export. This 
state of affairs may account for the 
unevenness of the market, and the 
contrasting reports which are cur- 
rent day-by-day as given by mem- 
bers of the different branches of the 
trade. 





The Leather Market 


Review of Leather 
Supplies and Prices 
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SOLE 
LEATHER 


Army Requirements 
to Take Preference 


There is a steady and continued 
demand for all heavy leathers suit- 
able for army shoes, and it is un- 
derstood that tanners shall conserve 
all such leather now on hand, and 
all they shall hereafter make, espe- 
cially for Government shoe con- 
tractors, and to refuse to sell any to 
be used for civilian shoes until all 
army demands are filled. This will 
undoubtedly hold the free market 
clear of such leather for several 
months, and will result in civilian 
shoes being made with lighter soles 
than usual for next fall and winter 
trade. All such free leather in the 
market has been taken during the 
last week, and while quotations are 
given, there is nothing to buy unless 
one is making Government shoes 
under contract. This naturally 
makes a larger demand for the 
lighter weights, and the lower quali- 
ties, with the result that prices are 
very firm and fully as high as the 
shoe men feel is warranted. Heavy 
hemlock is quoted 50, 48 and 45c, 
while slaughter hemlock is selling 
actively at 52, 50 and 47c. Union 
sole is higher, heavy steer backs be- 
ing held at 72c, while cow backs 
are now 70c, with some dealers ask- 
ing more. Country hide union 
tanned ranges 65 to 62c. Oak suit- 
able for army shoes is sold up, 
quotations ranging from 80 to 84c, 
seconds 78 to 80c. There are tan- 
nages selling at 75c for heavy and 
70c for light. Belting butts have 
sold well, and sales practically lim- 
ited by the paucity of stocks, 95c 
being charged for No. 1, 93c for No. 
2, and 85c for No. 3. 

Offal leather is in good demand, 
and the week has been active, with 
bellies quoted about the same as a 
week ago, but shoulders strong 
at 27 to 3lc for hemlock, and 
65 to 66c for double rough oak 


May 25, 1918 









=f = 
po 
pe2=)|\| 










id 


shoulders. Heads not in special 


demand. 


UPPER LEATHER 
MARKET VERY ACTIVE 


And Prices Held 
At Maximum 


While the entire market contin- 
ues to show activity, this is far more 
noticeable in the finer rather than in 
the cheaper leathers. In fine calf 
and side leathers the call is practi- 
cally limited only by the stocks 
available. Colors continue to show 
better demand than black, but there 
is noted a considerably increased 
call for blacks of good quality. Col- 
ored calf is held from 70 or 72c 
down, blacks 5c to 6c under those 
figures, and from this, graded down 
to 50c for same qualities. Colored 
side leathers in active call, mainly in 
tan, chocolate and mahogany 
shades. ‘The demand for heavy 
side leathers for the Pershing Shoe 
is strong, and prices held firmly. 
Finished splits held firmly in spite 
of delay in expected sales for ex- 
port. Flexibles in active call. Pa- 
tent leather is selling to limit of pro- 
duction in best grades, but lower 
grades in fairly good supply, and 
but moderately called for. Glazed 
kid in heavy demand in every qual- 
ity, with an actual famine in fine 
quality colors. Some gray kid sell- 
ing for 1.00 a foot. 


HIDE MARKET 
VERY ACTIVE 


At Full 
Fixed Prices 


The Boston market has been fair- 
ly active this week, with tanners 
purchasing hides suitable for con- 
version into army leather. Every- 


thing in the market is held at the 
maximum figures fixed by the War 
‘Trade Board, and this causes some 
confusion and delays business. New 
Englands are selling well, however, 
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at 19 to 20c. Ohio buffs 20 to 2Ic, 
and extremes 21 to 22c. 

The Chicago packer hide market 
has had an active week, with sales 
practically all at full maximum rates 
fixed by the Government. Native 
steers have sold to large figures, 
Mays going for 33c, April and earlier, 
mixed 29 and 30c. Native cows 
selling actively, at 24 to 30c accord- 
ing to take-off for heavies and 22 to 
26c for lights. Texas steers well 
sold up at full fixed prices. 


FOREIGN 
HIDES 


In An Anomalous 
Situation 


The foreign hide market is a 
waiting one. Importers are not will- 
ing to abide by the decision of the 
War Trade Board, in the matter of 
maximum price limits. Sales are 
reported of hides in South America 
to agents of European firms at 8 to 
10 cents a pound above the maxi- 
mum c.i.f. prices, New York, made 
by the board, and it has been in- 
timated that if American buyers 


purchase abroad at higher prices 
than the board rules, such hides are 
likely to be commandeered on ar- 
rival. And regarding arrival there 
is a serious question. There are 
now no regular sailings of steam- 
ships to and from South America, 
and the importers must rely mainly 
on sailing vessels of which not 
many are available. And here an- 
other obstruction appears, for a reg- 
ulation has been put in force, for- 
bidding the shipment of wet-salted 
sides on vessels with other cargo. 


South Shore Notes 

MAKING A 
BUSINESS TRIP 
Manufacturer ona 
Canadian Visit 

J. A. Monroe, vice-president of 
E. T. Wright & Co. Inc., Rockland, 
Mass., is making a short business 
trip to the Canadian factory at St. 
Thomas, Ontario. The Canadian 
customers of the “Just-Wright” 
shoes are being well served by the 
factory in Canada and the business 
is showing a healthy growth. 
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Boston 
(Concluded from page 91) 

The earnings of the Company 
were $6,137,322, against $8,174,452 
for the preceding year. 

Mr. Brown referred to the gov- 
ernment suits against the Company 
and paid tribute to Sidney W. Wins- 
low, late president of the Company. 


Mr. Brown also made mention 
of the fact that while costs are 
jumping everywhere yet royalties 
on shoe machinery have not been 
advanced. 





Correction 


Through an oversight in proof- 
reading the advertisement of Rogers 
Bros. Shoe Co., 119 Lincoln St., Bos- 
ton, appeared in last week’s “Re- 
corder” without the important speci- 
fications as to sizes and width in 
which the two low cuts shown are 
carried in stock. 


We are advised that these sizes 
are 24 to 8, and the widths A to D. 








Popular Priced 


We carry in stock non 





_Serviceable Footwear 







dals, play oxfords, 
men’s ventilated oxfords, men’s mechanic shoes. Also best qual- 
ity Elk leather children’s shoes. Write for Catalog. 


Maiathon Shoe Co) 


values. 


WAUSAU, 
WISCONSIN 








Pyeatatet- tne! 
fine felf 
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ae? LACE 
we Samples D Width Only 
submitted upon 
request. Ask Fe0—Patent......983 rH 
» ed ame OF- ha- 91 F03—Tan......... 2.50 


fa ndard Felt Compan ny 


West Alhambra California 


New York,C hicago. San Francisco 











have a standard of quality that can be 
relied upon by both customers and re- 
tailers during these times of uncertain 





BUTTON 
C and D Widths 


5-8 84%-12 1214-2 

8%-12 F40—Pat...$2.25 $2.55 $3.15 
$2.55 F4i—Dull.. 2.25 2.55 3.15 
2.55 F43—Tan.. 2.50 2.75 (D 

2.85 Only) 


WILLIAMS, HOYT & CO. 


ROCHESTER, N. Y. 
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SALESMEN WANTED 


“Recorder” rates for space less than one-eighth 


Space 1 time 7times 13 times 
? linch...... .$4.00 $3.00 $2.75 
2inch....... 8.00 6.00 5.25 
3inch..... ..12.00 9.00 7.75 
4inch....... 15.00 - 12.00 10.00 


TTT iiiiiiiiiiiiiiiiiiiiiiiitiiiiiiiiiy 


insertion. 


26 times 52 times each insertion. 


$2.50 $2.00 Tuesday, P. M. 
4.75 4.00 
7.00 6.00 
9.00 8.00 


Payment in advance is required, except when regular advertisers, as amounts are too 


small tu open accounts. 


Classified and Opportunities Department 


OSITIONS WANTED: Three cents per word for each 
Minimum amount accepted, sixty cents. 
For other ‘“Want” advertisements, five cents per word for 
Minimum amount accepted, 
Ads. under this heading will be received up to five o’clock 
When advertisers desire answers to come in 
care of this office, twelve words must be allowed in each ad- 
vertisement for address. When advertisers desire replies for- 
warded direct to their address, each word of the address must 
be counted in the advertisement and paid for accordingly. 
Answers to ads. must be sent under letter postage. 
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SALESMEN WANTED 










HELP WANTED 











INCINNATI women’s line will have opening 

September | in Kentucky, Tennessee and Ala- 
bama, where there is a splendid established business 
and an unusual opportunity. ant an experienced 
man with trade in territory referred to. Address 
A2094, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 
GALESMAN for Texas, Arkansas, Oklahoma and 

Louisiana, to sell on 7 per cent commission, 
medium price line of stitchdowns, sandals, play 
ovfords and shoes. Samples ready. 





Address A2097, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 


ALESMEN—We want a few crack men who 
can produce results and who are not satisfied 
with less than $150,000 annual business. We 
need men for Ohio, Michigan, Virginia and other 
territory. Any shoe man who has made good and 
wants to do more can apply for our children’s line. 
Address A2099, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


RETAIL shoe salesman wanted—Give age, ex- 
perience, salary expected, reference and full 
particulars in first letter. Must A-1 ladies’ 
salesman, good turnover man and able to trim 
windows. Walkover Boot Shop in Ohio city of 
250,000. Address A2085, care Boot and Shoe Re- 
corder, 207 South St.. Boston, Mass. 

















ANTED—Experienced shoe salesman. Good 
opportunity for right man. McCoy’s, 515 
Market St., Steubenville, Ohio. 


WANTED-—Salesmen to sell on commission grow- 

ing girls’, misses’ and children’s medium priced 
McKay shoes to retail trade in New England, New 
York, Pennsylvania, the Middle West and South. 
Samples to be carried represent a short in-stock line 
and specials to be made on order in case lots. Can 
be handled as a side line. State experience, terri- 
tory covered and what other line to be carried. 
Address A2086, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


GHOE salesman wanted to sell shoe laces as a side 
line. Liberal commission. State territory 
covered. References required. Address A2075, care 
Fost and Shoe Recorder, 207 South St., Boston, 
ass. 


GALESMEN acquainted and calling regularly on 

shoe and general stores to handle well adver- 
tised specialty as sideline. Requires but few min- 
utes’ time and will conflict in no way with regular 
line. Every dealer interested where introduced and 
commissions will run upwards of $25 per week. 
No samples necessary. State territory covered in 
reply. Address A2073, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 
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SIDE-LINE 
SALESMEN 
WANTED 


If you are a_ successful 
shoe salesman, with an estab- 
lished trade with well rated 
shoe or general store mer- 
chants (or both) you will be 
interested in selling our line 
of army shoes on a commis- 
sion basis. We are interested 
in getting in touch with live- 
wire salesmen only. If your 
present line does not conflict 
with our line of army shoes, 
you'll be interested in our 
proposition. Territories are 
going fast. 


Address A-2096, 
Care Boot & Shoe Recorder, 
189 W. Madison St., 
Chicago, Ill. 
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POSITION WANTED 


POSITION WANTED—Enxperienced shoe  sales- 

man, now employed, wishes to make change. 
Have had three years’ experience as manager and 
buyer. Address A2093, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 











Large Wholesale House 


Located in Chicago, is in the market 
for a first-class 


Assistant Buyer 


Must be alert, have a thorough knowl- 
edge of the trade and possessed of the men- 
tal calibre necessary to fill the position of 
buyer should occasion arise. Applications, 
which will be treated confidentially, stating 
age, experience, salary expected, should be 
sent to A 2095, care of Boot and Shoe 
Recorder, 207 South Street, Boston. 














FOR SALE 


FOR SALE—Established shoe store, 20 years’ 
prominent service in New York; lease and 
fixtures. Prospective buyers state financial abilities 
to take our proposition in quickest possible time. 
No commission merchants. Address A2098, care 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass. 


DRAFTED and must sell our shoe store and 
four-year lease at once. Tigler Bros., 403 
West Hoboken, N. J. 








Spring St., 





YOUNG man, 232 years, at present selling cut 

soles, desires change. A thorough understand- 
ing of the shoe trade. Address A2092, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


WaANTED—By A-1 shoe man who understands 

all ends of the game; 20 years’ experience; 
age 35, married; very neat appearing; good hard 
worker; is willing to take up at once a good steady 
position on the road or in a retail store, Wisconsin 
preferred. Address A2084, care Boot and Shoe Re- 
corder, 189 W. Madison St., Chicago. 











LINE WANTED 


FACTORY line wanted—Chicago and vicinity, 

medium-priced ladies’, children’s or boys’. Es- 
tablished trade. Six years with one line. A-1 ref- 
qrenats, Address A2089, 503 Security Bldg., Chi- 
cago, 


GUCCESSFUL retail buyer and manager wishes 
to establish himself with line of men’s or 
women’s medium-priced shoes in Middle West, for 
at once or next season. Address A2090, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 
WANTED—On commission, children’s shoe or 
any specialty line by salesman covering entire 


Can give best of reference. 
Recorder, 207 South 











Pacific coast. 
A2070, care Boot and Shoe 
St., Boston, Mass. 





FOR SALE—One set No. 1 Onken’s wood window 
fixture units, for shoe trims, golden oak finish, 
contains 220 units, good condition, $15. Burke 
Bros., Ogdensburg, N. Y 








BUSINESS OPPORTUNITY 








OPPORTUNITY 


IN MILWAUKEE 
To Open Shoe Department 


in high class women’s store. 


BRENNAN’S 
115-117 Wisconsin St., 
Milwaukee, Wis., 


have decided to add 2 Ladies’ Shoe De- 
partment. The store is located on Milwau- 
kee’s principal street, between the two de- 
partment stores of Gimbel Bros. and the 
T. A. Chapman Co. They enjoy the patron- 
age of Milwaukee’s most exclusive as- well 
as the popular trade. They desire to put 
out the department on a percentage basis 
and offer this proposition to only respon- 
sible shoe parties. 
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BUSINESS OPPORTUNITY 
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FOR SALE—Shoe store, doing fine business, in 
town of 60,000, within 80 miles of Chicago; 
$10,000 stock. No goods over a year old. Annual 
business $30,000. Can reduce stock. Called by 
government reason for selling. _ Address A2091, 
care Boot and Shoe Recorder, 207 South St., Bos- 


ton, Mass. 








WANTED TO PURCHASE 
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—_———— 


PT Itt i 





We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Closeouts 


NO QUANTITY TOO LARGE 


We also purchase entire stocks 
from retailers or manufactur- 
ers. Send us particulars of 
what you have for sale. 

Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
537 Broadway, New York, N. Y. 
Telephone 2248-2249 Spring 


TW OM i i i i 


ge 
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Highest Cash Prices Paid 


for entire shoe stocks. We also buy 
your surplus or slow sellers. Quan- 
tities no object. Retail or whole- 
sale. Short term leases taken off 
your hands. 
Wire or Phone us 
Correspondence Confidential 
Established 1890 


GLAUBERG & CO. 
520-522 Broadway, New York, 
Phone Gacing 6680 
We also purchase clothing, 





hats, furnishing goods, etc. 











MISCELLANEOUS 


Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 
Send for catalog 
givi full 
scription and 
prices 
The _ Bicycle 
Step Lad 
Company 
67 Randolph St. 
Chicago mH. 











~ 
? 





100,000 
Milbradt 
Ladders 

3 Now In Use 


Milbradt Rolling Step Lad- 
ders are being used 


throughout the country. 
They are real time and 
money savers and are 
noiseless. Shipped sub- 
ject to approval and sat- 
isfaction guaranteed. 


Write for catalog showing 


Milbradt Ladders suited fo. 
every kind of shelving. 


Milbradt Mfg. 
Company 

2410 N. 10th Street 
. St. Louis, Me. 














With nae eee Tire 
oli rolleys 
Setecenednatennstiel 
ehelving clear to ceiling accessible 
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Boot & Shoe Recorder 


OFFICES IN 


BROCKTON OFFICE: 224 Moraine St., Geo. 
W. R. Hill, Manager. Telephone 507. 
CHICAGO OFFICE: 189 West Madison St. 
Telephone Franklin 5073. B. C. Bowen, 

Manager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager. 
NEW YORK OFFICE: Room 97, Graham 
Bldg., 127 Duane St., H. Walter Scott, 

Manager. Telephone 959 Worth. 

PHILADELPHIA OFFICE: 929 Chestnut St., 
H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Com- 
merce Rooms, Haverhill National Bank 
Bldg., Geo. W. R. Hill, Manager. 

ROCHESTER OFFICE: 16 State St., Robert 
W. Woodruff, M . Teleph 1611-J. 

CINCINNATI OFFICE: 604 First National 
Bank Bldg., B. C. Bowen, Manager. Tele- 
phone Main 609. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: B. C. Bowen, Man- 


ager. 
FOREIGN DEPT.: 207 South St., soston, 
Mass., Alex R. Zoccola, Director. 
Paris Office: 66 bis Rue Saint Didier, George 
E. Light, Manager. 

London Office: John C. Curtis, Manager, Man- 
sion House Chambers, London, E. C. 
Australian Office: Cromwell Building, Mel- 
urne, Wm. H. Elsum, Manager. 
Argentine Office: Elias N. Rocea, Balcarce, 

s _ _— Aires. 

panis. ice: Leoncio de Miguel, 20 Fuen- 

cearral, Madrid. san 

Cuban Office: 8S. Vidal Vidal, Manager, P. O. 
Box 148, Santiago de Cuba. 

Brazil: Leon Combacau, Ouvidor 71, Rio de 
Janeiro. 

Japanese Office: Yokohama, J. F. Wagen, Mgr. 











MISCELLANEOUS 














Job Lots of Shoes & Leather 


Are Sold Through the 
Recorder Want Ad Page 


5 CENTS A WORD 











Wanted At Once 


for Department Store 
for Cash 


Manufacturers’, Retailers’, or Surplus 
stocks of 


SHOES 


No quantity too large. Short leases 
taken 


GLOBE MDSE. CO. 
Indianapolis, Ind. 


New York Office, 
23 Lispenard St., New York City 


Merchandise of All Kinds Purchased 








Metal Shoe Fitting Stools 


And Floor 
Mirrors 





No. 141 


owe ter, The Chicago 
Pries = Wire Chair Co. 


621 N. LA SALLE STREET, 
CHICAGO, ILLINOIS 
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Member of Associated Business Papers, Inc. 


SSCS eee eReneceeeeeEseeesees eeeeeeseesesaeneseeees, 


BOOT AND SHOE RECORDER 


Gettin More Shoes Sold Right; not only ‘‘more’’ but “right’’; 
the right fitting, for the right price, at the right profit. 


Member of the Root 


BOOT AND SHOE RECORDER 


May 25, 1918 





THE RECORDER CREED : 


The chief purpose of the “‘Boot and Shoe Recorder” is to help solve it; for this is the basic problem upon which 
depends the progress of the entire allied industries relating to sh 


Annual subscription in United States, $3.50; per copy, 25 cents. 


Each issue copyrighted by the Boot and Shoe Recorder Publishing Co. 
Entered at the Post Office, Boston, Mass., as second class matter 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 


; sold for the right purpose, to the right wearer, in 
This is the great problem of the retail shoe merchants. 


oes and leather; their production and distribution 


Canadian, $5.00. 


Newspaper Ass'n 


Foreign, $7.50 


Member of Audit Bureau of Circulations 





Published Weekly in the interest of the shoe mer- 








WHERE TO BUY 











BOOTS AND SHOES 


Bancroft-Walker Co., Haverhill, Mass 

Bates, A. J. Co., Webster, Mass 

Blum Shoe Mfg. Co., Dansville, N 

Boardman Shoe Co., Boston. 

Brown Shoe Co., St. Louis, } 

Carter, J. W., & Co., Nashville, Tenn., 3 
Chicago, 

Chippewa Shoe Co., Chippewa Falls, 

Churchill & Alden Co., Brockton, Mass. .4th Cover 

Clapp, Edwin, & Son, Inc., East Weymouth, 
Mass. 

Cotter Shoe Co., Lynn, Mass...........-.+6:. 

Cushman, W. C., & Co., Boston 

Dalton Co., Brockton, Mass 

Diamond Shoe Co., New York City 

Dolgeville Felt Shoe Co., Dolgeville, N. Y.... 

Eaton, Charles A., Co., Brockton, Mass...... 

Emery & Marshall Co., Haverhill, Mass... .24- 

Fox, Inc., Chas. K., Haverhill, Mass........ 

Friedman-Shelby Shoe Co., St. Louis, Mo. .3d Cover 

Green Felt Shoe Co., Daniel, Boston 

Grieb Shoe Mfg. Co., Philadelphia 

Hallahan & Sons, Inc., Philadelphia, Pa.... 

Harney Shoe Co., P. J., Lynn, Mass........ 

Holmes, W. T., Co., Philadelphia 

Howard & Foster Co., Brockton, Mass 

Johnson Bros. Shoe Mfg. Co., Hallowell, Me.. 

Kaut-Reith Shoe Co., Carthage, Mo..Front Cover 

Keith, The Preston B., Shoe Co., Brockton, 
Mass. 

King, Inc., Mrs. A. R., Philadelphia 

Kleine, Henry, & Co., Chicago, 

Kreider, A. S., Co., Chicago, 

Lane Bros. Co., 

Lilly, Henry, Co., New York City 

Malbon Shoe Co., Haverhill, Mass......... 

Marathon Shoe Co 3 

Marshall Co., C. S., Brockton, Mass........ 68 

Mayer, F., Boot & Shoe Co., Milwaukee, Wis.. 10 

McElroy-Sloan Co., St. Louis, 7 

Menihan Company, The, Rochester, F 

Monitor Shoe Co., New York City 

Nu Baby Shoe Co., E. Lynn, Mass.......... 

Packard & Co., M. A. Brockton, Mass 

Paff Shoe Co., Alexandria, 

Powell & C. ampbell, New 

Regal Shoe Co., Boston, 

Rhein Shoe Co., St. Louis, } 

Riemer Shoe Co., A. H., 

Rice & Hutchins, Inc., 

Rosenberg, S., Boston, 3 

Sargent Co., D. D., Salem, Mass.......... 

Sinbac, Chicago, 

Smith, Wm. Sumner, 


Solo Shoe Co., Ne 
_ West Alhambra, Cal 


Standard Felt Co., 3 
Stetson Shoe Co., Weymouth, Mass. .64a-64b- = 


Taber-Saifer Shoe Zz. St. Louis, 

Thompson Bros., Inc., Brockton, “Mass beeaee HH 
Timson Bros., 3 
United States Rubber Co., New York City. 
Vinsonhaler Shoe Co., St. Louis, 
Weimer-Wright & Watkin Co., Phila., Pa.... 
Williams-Hoyt & Co., Rochester, N. Y 
Wright, E. T., & Co., Rockland, Mass 


LEATHER AND OTHER MATERIALS. 


Barnet, J. S., & Sons, Inc., Lynn, Mass....... 
Seges & Cobb Co., Inc., Boston 

Bristol Patent Leather Co., Boston 

Creese & Cook Co., Boston, Mass 

Einstein, J., Inc., New York City 

Gallun & Sons, A. F., Milwaukee, Wis...... 
Hub Gore, Boston and New York 

Jones Co., F. E., Boston 

Levor, G., & Co., Inc., Gloversville, 

Locke & Co., Inc., H. E., Boston 

Peters Mfg. Co., New York City 

Standard Kid Mfg. Co., Boston 

Traugott, Schmidt & Sons, Detroit, Mi 


FINDINGS, EQUIPMENT, REPAIR SECTION. 


American Seating Co., Chicago 

American Shoe Polish Co., Chicago 

Avon Sole Co., Avon, Mass 

Coburn Trolley Track Co., Holyoke, Mass.... 

Crystal Fixture Co., Chicago, 

Emery-Beers Co., Inc., New York City 

Griffin Mfg. Co., New York City 

Laing, Harrar & Chamberlin Co., Philadelphia. 16 

Miller, O. A., Treeing Machine Co., Brockton, 
Mass. 

Narrow Fabric Co., Reading, 

Ramsay, H. W., & Co., 

Rhodes, M. M., Son Co., Taunton, Mass.... 

Streit, C. F., Mfg. Co., Cincinnati, Ohio.... 

Trade Publications 

United Shoe Repair Machine Co., Boston. .3d Cover 

Whitcher, F. W., Co., 12 

Wizard Foot Appliance Co x 

World Supply Corp., New York City 


FINDINGS AND SHOE STORE SUPPLIES. 


Armstrong Cork Co., Pittsburg, 

Bicycle Step Ladder Co., Chicago 

Browning, C. A., Co., Boston, Mass........ 
Chicago Wire Chair Co., Chicago, 

Dudley, T. D., Co., Haverhill, } 

Empire Shoe Finding Corp., New York City.. 
Essex Rubber Co., Trenton, N. J 

Firestone Tire & Rubber Co., Akron, Ohio.... 
Goodyear Tire & Rubber Co., Akron, Ohio. 

J. & B. Sales Co., Worcester, Mass.... 
Milbradt Mfg. Co., St. Louis, Mo... 

Myer, F. E., Bros. Cai, Ashland, Ohio 

Nathan Novelty Mfg. Co., New York City.... 
O'Sullivan Rubber Co., New York City 

Scholl Mfg. Co., Chicago, Ill............2. 72-73 
Tyer Rubber Co., Andover, Mass........... 17 
Wiley-Bickford-Sweet Co., Worcester, Mass.... 78 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 

Griffin Mfg. Co., New York City 

New York Dyeing Co., New York City 

Radium Dye Co., Kansas City, Mo 

Rogers Fibre Co., 

United Fast Color Eyelet Co., Boston, Mass.. 

United Shoe Machinery Corp., Boston 


chant, wholesaler and manufacturer by the 
BOOT AND SHOE RECORDER PUB. CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 
CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treasurer and Gen’l Mgr. 
GEORGE W. R. HILL, Ist Vice-President 
WALTER C. TAYLOR, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsel 
101 Tremont Street 


ARTHUR D. ANDERSON, Editor 
WALTER C. TAYLOR 
GEORGE E. B. PUTNAM 
ARTHUR E. HAWKINS 


Associate Editors 





PUBLISHERS’ NOTICE 


SUBSCRIPTION—The subscription price of the 
Boot and Shoe Recorder is $3.50 a year in ad- 
vance, which includes postage in the United 
States, Cuba, Hawaiian Islands, Philippine 
ger and Mexico. The price for Canada 

s $5.00 a year, including postage. 

FOREIGN SUBSCRIPTION —The price to all 
foreign countries except the above is $7.50 per 
year, including postage. 

subscriptions are payable in advance. 

ADVERTISING RATES—Card of Advertising 
rates furnished on application. For rates for 
Wants, for Sales, etc., see Want Page. 





WINDOW DECORATIONS. 
Doty & Scrimgeour Sales Co., Inc., N. Y. City 


MISCELLANEOUS. 
Associated Advertising Club of the World.... 
Atlantic Printing Co., Boston..... baxeessee 
Bosskixa Purchasing Syndicate, © Brooklyn, 


Credit Clearing House, New York City 

Fitchburg Mutual Fire Insurance Co., Fitch- 
burg, 

Glauberg & Co., New York City 

Globe Merchandise Co., Indianapolis, Ind.... 

Greico, C., Commercial Art Co., Chicago, III. 

Harvard Engraving Co., Boston, Mass 

Hooper Printing Co., Boston 

Hotel Chelsea, New York City 

Hotel Essex, Boston 

Hotel La Salle, Chicago 

Hotel Martinique, New York City 

Journal Engraving Co., Boston 

Kalter Merc. Co., Max, New York City 

Karrar, Boston 

Merchants’ Business Building Service, 
York City 

New York Export Purchasing Corporation, 
New York City 

Tolman Print, Brockton, 

Van Pragg Co., New York City 

Zoccola Co., Inc., The, Boston, Mass 





